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‘‘Nothing Acts Like Analax’’ 


Mothers buy it on Sight i - 
Two sizes, $1.20 and $2.40 dozen : 


Special—One-third Dozen Free 
with each dozen, any quantity. is 


RETAIL 15¢ AND 30c 
RECOMMENDED BY PHYSICIANS 
The prettiest package sold 


on 


INCORPORATED 


NEW YORK 


TANGLEFOOT 


The Non-Poisonous Fly Destroyer 
Safe, Sanitary, Sure. Catches 50,000,000,000 flies each year. 
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PRODUCTS 
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Acetanilide U. S. P. 


Bismuth Subnitrate and ( 
other Bismuth Salts ertainty 
Codeine and its Salts ; 


Wee, you buy Quinine, Strychnine, Morphine, 


Diacetyl-Morphine. 
: F etc., you must be sure that what you get is 


pure, that it is of the highest grade and that 
it is no higher than the market in price. 
Specify N. Y. Q. and you know that you are 
ee making a purchase in which, all DOUBT is missing. 
Quinine and its Salts - N. Y. Q. means unsurpassed quality! 
Strychnine and its Salts | 
Thymol Iodide The New York Quinine and Chemical Works 


Incorporated 


100 William Street, New York 


- 
- 


Iodoform 


. Morphine and its Salts 


a 


Potassium Iodide 
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Best Known Physicians 


q e 


% , “I have used between 700 and 800 doses of.The Cutter Laboratory’s Mixed- 
Bh Vaccine-Respiratory-Infections as a prophylactic against Influenza and in not one 
i 


Fa + 
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instance has there been a failure completely to protect the individuals so immunized.” 


This statement was made at the height of San Francisco's epidemic of Spanish 
Influenza, and is convincing enough to satisfy even the most conservative as to the 
value of Mixed Vaccine prophylaxis in this class of infections. 


Theoretically, a Mixed Vaccine which protects against Influenza and (even tem- 


porarily) against Pneumonia and the other complications following Influenza, is 
better than one which protects only against Influenza. Practically, this seems to 
have been proved by the experience of many physicians’ in widely separated areas, 
and our faith in Mixed Vaccine Respiratory Infections,—*M. V. R. I.”—as a prophy- 

| lactic has been more than justified by the splendid protective results following its 
use. 


Just how permanent is this immunity has yet to be established, but if it is for 
no longer than two or three months it is still a _ remarkable stride in preventive 
therapy. 


- 


As a preventive of recurring “colds” which make life miserable for so many 


every winter, it has been found by many physicians that in most instances three 
prophylactic doses administered three or four days apart in the fall, followed by 
two more doses at three or four day intervals, three months later, are sufficient to 
carry such individuals through the trying winter months in good health. 


Of course resistance can be broken down by unusual stress of exposure, lack of 
ae sleep, fatigue and bad habits generally. But even in such cases there is usually a 
| C/ - remarkable showing of increased immunity as compared with the almost entire lack 
of resistance in former winters. 


Should there be at any time a recurrence of the old disposition to “catch cold,” 
administration of one or two doses of the vaccine are usually sufficient to dispel it. 


Ask your Druggist for “Cutter’s” Mixed Vaccine Respiratory Infections. 


The Cutter Laboratory 


(Operating under U. S. Gov. License) 


Berkeley California 


- - 


| EASTERN BRANCH: | 
THE CUTTER LABORATORY (of Illinois) 180 N. Dearborn Street, Chicago 
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BAYER COMPANY, Inc. 


1h 

Completely Under 

American Control 

In view of the publicity recently given The Bayer Company, Inc., the following Th 
statement is made: a 

The Company is controlled by the Alien Property Custodian and the manufac- a 
ture and sale of its products are entirely under the supervision of the following | Bia) 
officers and directors appointed by him, all of whom are Americans: a) 
F. B. LYNCH, President G. H. CARNAHAN, Vice-President 

I. McCUINTOCK, Secretary and Treasurer a 

Board of Directors: 

N. F. BRADY G. H. CARNAHAN MARTIN H. GLYNN GEORGE C. HAIGH Big: 

F. B. LYNCH J. LYNETT C. B. MACDONALD J. R. SPEER 

As soon as its books have been audited and the property appraised, the capital : i 
stock of the Company will be sold by the Alien Property Custodian to American ‘ i 
The proceeds of the sale of the property of the Company will be held by the RE 
Alien Property Custodian until the end of the War, when Congress will decide as Bie 
to the disposition of the money. a 

All profits as well as all the money realized from the sale of the Company MH 
will be used for the purchase of Liberty Bonds to help in the prosecution of the ip 
War until the complete defeat of .Germany. { 
Therefore, genuine Bayer-Tablets and Capsules of ie 


Aspirin as well as other Bayer Products can be pur- 
chased with full confidence. 


THE BAYER COMPANY, Inc, 


Manufacturers of 


ASPIRIN 
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8-ounce 


$3.50 


6 dozen lots 5% discount—12 dozen lots 10% discount 


discount 


Safe to recommend 


EFFICIENCY 


“The Brand of Excellence” 


SARSAPARILLA 


SEASONABLE DEMAND ORDER NOW! 


EXCEPTIONAL. PROFIT 


-SAN FRANCISCO 


$5.00 PER DOZEN 


FORMULA RECOGNIZED 


For External or Internal Use 


'} THE PACIFIC PHARMACIST 
3-ounce 


6 dozen lots 5% discount—12 dozen lots 10% 


LANGLEY MICHAELS CO. 
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THE PACIFIC PHARMACIST 3 at: 
AMERICAN MEDICO-PHARMACEU- 
TICAL LEAGUE. 
WHEN MAKING TESTS Twenty-second annual convention at the TRE 
Hotel Astor, Times Square, New York Lae 
USE ONLY City, on Monday evening, May 19th, 1919. “7 ii 
First MEDICAL Association in the | EP 
| | Americas to co-operate with pharmacists 
GRASSELLI CHEMICAL CO S and dentists Membership dues $2 per | a: 
annum. All reputable pharmacists, physi- 
C. P. Acids cians and dentists are eligible. Eugenie R. BRD. 
Eliscu, M. D., treasurer, New York City. te 
Do not hesitate, but send $1 initiation aE 
fee, NOW, to Dr. S. Brothers, correspond- OLE 
ing secretary, 96 New Jersey Avenue, 
Laboratory Glassware Brooklyn, N. Y. TER 
| . Certificate of Membership free to each a 
Chemical Apparatus SAPETY PIRST 
—the non-potsonous 
JUSTINIAN CAIRE COMPANY | fly destroyer | — 
573 Market St., San Francisco, Cal. 4 
Pulls of every description. 
Chemists’ and Assayers’ Apparatus First-class workmanship. “Kae 

and Reagents Order from your Jobber. | 

Manufactured by 
FAY & SCHUELER._ 
Louls, Mo. 


Microscope 


@A new Microscope with side fine adjustment of : 
the lever type. The principle is that of our original ' ale) 
lever type of fine adjustment which has met the’. 1 i 
test of time and been very generally adopted. The Wee 
construction is simple and durable, giving ai 
delicate movement for work with the highest 
powers, yet rapid enough for the lower powers. _ 
@ The stand is of the same form as our FF and | 
embodies all the good features which have com- | i 


mended that model to so many purchasers. ' 
Descriptive circular will. be ti 

sent 
BAUSCH LOMB OPTICAL 


of California 
_ 154 SUTTER STREET, SAN FRANCISCO, CAL. 


FFSs Microscope 
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TABLE OF CONTENTS. 


Original Articles: 
Periodic Grouping of the Elements and the Modern Rela- 
tivity Grouping Theory. By Albert Schneider........... 212 to 215 
Where the Profit Lies. By Rockwell Hinckley............ 215 to 218 
tee. Law Says. By Eton J.’ Buckley................ 218 to 219 
The New. fiome of The K. Mulford 226 
National Legislation of Interest to Druggists. By Eugene P. 
Some Suggestionsson Stock Taking. By F. T. Bosworth....... 233 
The Effect of Alcohol on the .. 234 


National Licorice Company 


THE OLD-FASHIONED REMEDY FOR COUGHS AND COLDS 


The Celebrated SCUDDER and M & R BRANDS Stick ii also sold only in the 
10c Cartons as above 


M. & R. WAFERS (in 7c bags), LOZENGES, PELLETS, Etc. | 
WE ALSO MANUFACTURE A LARGE AND VARIED LINE OF DELICIOUS 


FLEXIBLE LICORICE 
FOR THE CONFECTIONERY TRADE 
Our Goods are for Sale by All Wholesale Druggists and Confectioners 
Coast Trade Supplied by Our San Francisco Agents “ih 


SANTA MARINA BUILDING SAN FRANCISCO, CAL. 
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Ask Your Jobber | 
— for — 


SNOWFLAKE 
COCOANUT 
OIL 


MADE FOR THE DRUG TRADE 


EL DORADO OIL WORKS 


433 California Street 


RELIABLE FIRE INSURANCE 


More than twelve thousand up-to-date drug- 
gists are getting the best Capital Stock In- 
surance in the United States at a saving of 
25c per dollar from Board rates. 


The A. D. F. I. Co. is actually stronger 
than the largest general insurance com- 
panies. Not a mutual company. You get 
standard Capital Stock Insurance of the 
highest reliability, and at the same time 
save 25% 


- Write for our proposition on your store 


RESIDENT AGENTS IN 35 STATES 


PROMPT AND EXPERT ADJUST- 
MENT IN CASE OF FIRE | 


The American Druggists’ 


Fire Insurance Co. 
1004-1005-1006 Mercantile Library Building 
CINCINNATI, OHIO 


State Agent for California: 
B. C. ANSLEY, 626 Higgins Bidg., Los Angeles 
216 Hearst Bidg., San Francisco 


SAVED POLICYHOLDERS $74,467.13 
DURING 1917. 


HALF A MILLION DOLLARS SUR- 


PLUS AND RESERVES FOR THE PRO- 
TECTION OF OUR POLICYHOLDERS 


— 


The 
Original 


Horlicks 


That Helps You Sell 


There’s a growing business in selling a standard article nationally known. The 
history of “Horlick’s” success in perpetuating a demand for the Original Malted 


Milk proves this to your interest. 


The sales effectiveness of our NAME has endured because it has been backed 
by uniform quality throughout a third of a century. 


The Original possesses an excellence and flavor all its own which imitators 


cannot reproduce. 


In every community our national advertising assumes the character of a local cam- 
paign for the dealer. By coupling consumer and dispenser our publicity insures a “Hor- 


lick’s” trade for all. 


The favor “Horlick’s” has brought to Malted Milk does not serve the interests ‘of 
imitators, who endeavor to exploit the dealer with unpopular substitutes. TASTE and 
QUALITY, resulting in a_ satisfied “Horlick’s” trade, reflect to your interest most, for a 
dealer is known by the class of articles he handles. 


NEW FULL-FRONT WINDOW TRIM ON REQUEST 


HORLICK’S MALTED MILK CO., RACINE, WIS. 
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Index to Advertisers 


Page. 
American Druggists’ Fire Insurance Co coms 
Barry, The James Printers 13 
Bausch & Lomb Optical Co 3 
Second and third cover pages 
California College of Pharmacy.. 
College of Pharmacy 7 
Second cover page 
a Front cover page and 9 
9. 
Laxative Medicated Grapes............... 9 


Page 

McKesson & Robbins................ Front cover page 
New England Confectionery 9 

New York .Quinine & Chemical Works, The...... 
Powers-Weightman-Rosengarten Co. 232 
Seott & Co., INC...... 6 
Tanglefoot Fly Paper....... Front cover page and 3 
Walrus Manufacturing Co........... sua 
Wassermann Laboratories 6 


SCOTT & GILBERT 
COMPANY 


Manufacturers of CESPI 


Specialties 
San Francisco, Cal. 
Syrup of Figs Sarsaparilla 
Castor-Lax Eye Water 
Cameo Cream Chill Tonic 
Hair Dye Castoria 
Headache Powders Ointments 


Compound Licorice Powder 
Citrate Magnesia 
Poison Oak Remedies 
Syrup White Pine Co. and Tar 
Almond Cream, etc., etc. 


Inquire about our Free Goods 
Proposition 


PACIFIC WASSERMANN 


ALL FORMS OF 


CLINICAL CHEMICAL 
BACTERIOLOGICAL 
EXAMINATIONS 


Wassermann Test 
Urine Analysis 
Pus Examination for Gonorrhea 1.00 
Sputum Examination for Tuberculosis 1.00 


Sanitary Water Analysis............ 15.00 
Bacteriological Water Analysis...... 5.00 
@hemical Analysis of Milk........... 5.00 


Bacteriological Examination of Milk 5.00 


ALL OTHER FORMS OF MEDICAL 
ANALYSIS—FEE UPON APPLICATION 


501 PACIFIC BLDG., SAN FRANCISCO, CAL. 


1012 HOLLINGSWORTH BLDG., 
LOS ANGELES, CAL. 


304 PHYSICIANS BLDG., OAKLAND, CAL. 
1013 GREEN BUILDING, SEATTLE, WASH. 
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Department Pharmacy 


California 


Has conducted sessions continuously since 


the year Eighteen Hundred and Seventy- I‘wo 


THIS COLLEGE PREPARES PHARMACISTS 
FOR THEIR LIFE 


There are Five Equipped Laboratories 
and Two Spacious Lecture Halls 


Pharmaceutical apprentices and others intending to 
pursue pharmacy as a vocation may obtain particulars 


regarding prerequisite, courses of study, expenses, etc., 
by writing to the Dean 


Next term opens September 27th. Send your credentials 


to the Dean at once to avoid delay in matriculation. 


Send for New Announcement 


FRANK T. GREEN 


Second and Parnassus Avenues 


San Francisco, Cal. 
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Show ‘*Wearever’”’ No. 40 


DISTRIBUTERS 


COFFIN REDINGTON CO. 
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“Good Hot Water Bottle” 
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Grape Go, 


M 
SAN FRANCISCO. 

Laxative Medicated Grapes are clean, ripe, sound 
Muscatel Grapes, especially dried, seeded and med- 
Constipation and disorders of the stomach, liver 
and bowels. 


CALIFORNIA 
icated with active ingredients for the treatment of 
CROWN HEADACHE POWDER 


Makes 
Friends 

Makes A Good 
Money Seller 


Have been in use for 18 years, and proven satis- 
factory to the consumer and profitable to seller. 
Half dozen free goods with an order for three 
dozen, either size. Ask your jobber. 

Guaranteed by the F. A. Weck Co. under the 
Food and Drugs Act of June 30, 1906. Serial No. 3601. 


THE F. A. WECK CO. 
501 THIRD AVENUE, Richmond District 
SAN FRANCISCO, CAL. 


New England 
Confectionery Co. 


253 Summer Street 
BOSTON MASS. -° U. S. A, 


Manufacturers of High 
Grade Chocolates and 
Confectionery 


Always sign of best in confections 


= 
~ 4 = 


A woman owned a fine greenhouse, 
but she was rather ignorant of her 
flowers by their botanical terms. One 
day she was showing the greenhouse 

to a woman friend who did know the 
flowers by their Latin names, and she 
thought she would have some fun. 


‘Have you any ‘Septennis Psoriasis?’ . 


-asked the friend. 

“No,” answered the woman, not to 
be stumped; “I had it and gave it to 
our minister, and it came out beauti- 
fully in the spring.” 

But, after her friend left, she went 
to a Latin dictionary to see what 
“Septennis Psoriasis’ meant. She 
found out! It meant the seven-year 
itch !—Ladies’ Home Journal. 


“We ought to have named that 
boy ‘Flannel,’” remarked the father. 

“Why should we have named him 
‘Flannel?’” asked the mother in sur- 

“Because he shrinks from washing.’ . 
—Public Health. 


A medical journal vouches for this 
story: A distinguished surgeon, while 
making his rounds through a_hos- 
pital, was momentarily dazed when 
a wounded soldier inquired queru- 
lously: “Say doctor, when one doctor 
doctors another -doctor, does the doctor 
doing the doctoring doctor the other 
doctor like the doctor wants to be doc- 
tored, or does the doctor doing the doc- 


toring doctor the other doctor like 


the doctor doing the doctoring wants 


‘to doctor him ?’—Outlook. 


MUTUALLY MISTAKEN. 


“As I was going over the bridge the 


other day,” said an Irishman, “I met 


Patsy O’Brien. ‘O’Brien,’ I says, 
‘how are you? ‘Pretty well, thank 
you, Brady,’ says he. ‘Brady?’ says I; 
‘that’s not my name.’ ‘Faith,’ says he, 
‘and mine’s not O’Brien!’ With that 
we looked agin at each other, and sure 
enough it was nayther of us!” 
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PRESCRIPTION 
CHEMICALS 


The reputation of the Druggist—the satisfaction of the 
Physician—and the welfare of the Patient require that 
chemicals used in dispensing should. conform to the 
highest standards for purity. When ordering chemicals 
for the dispensing department 


“M.C.W.” 


Mallinckrodt Chemical Works 


ST. LOUIS NEW YORK 


PHARMACY STUDENTS 
PURCHASE THE BEST 


Answers to Questions Prescribed by 


NINTH EDITION OF THE 
PHARMACOPOEIA 


- §8 vo. 373 pp. Price $2.50 net. 
JOHN JOS. McVEY, Publisher, Philadelphia 


IMPORTANT NOTICE 


Have Your Local Views Made Into 


CARDS 


Finest American made This is to remind you that most sales of 
FELLOWS’ SYRUP OF HYPO PHOS- 
Platino, Sepia and Hand Colored 


PHITES are made on Physicians’ prescrip- | 
THE ALBERTYPE CO., Brooklyn, N. Y. 


tions, in which case the profit to the retail 
druggist is nearly 100%. 


This means that the Physician sends you a 
desirable customer; and the least you can do 
is to treat him fairly, and supply the prepara- 
tion prescribed, Fellows’ Syrup. 


Sal Hepatica 


$2.40 Per Doz. 

MEDIUM SIZE ....... 
4.80 Per Doz. 

LARGE SIZE ......... 
9.60 Per Doz. 


Members of the retail drug trade are 
warned against buying or selling colorable 
imitations of the well-known yellow-wrapped 
package of Fellows’ Syrup. The highest 
Courts have decided that such an act is an 
infringement of the Trade-Mark Law, and 
makes the offender liable to a _ suit for 
damages. | 


Quantity discounts: 


6 doz. small (or equiv- 
alent), 5% 

24 doz. small (or equiv- 
alent), 8% 


ALL JOBBERS 


Bristol-Myers Co. 
NEW YORK 
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Dacific Pharmacist 


An Independent Journal Devoted to Progressive Pharmacy 


Vol. XII. 


JANUARY, 1919. No. 9. 


Published on the Fifteenth Day of the Current Month on behalf 
of the Pharmacists and in the interests of the Drug Clerks. 


H. B. CAREY, Manager 


Editorial Staff: 
H. B. CAREY F. W. DESSEL 


Address all communications and make all checks and money orders payable to The 
Pacific Pharmacist, 1294 Ninth Ave., San Francisco, California. 

Communications on questions pertaining to Pharmacy and the Drug Business are 
solicited. The name of the writer should accompany every article, not necessarily for 
publication, but as a guarantee of good faith. 


J. H. DAWSON 


EDITORIAL 


PROPOSED NEW LAW. 

We were under the impression that 
California pharmacists were so busy 
“raking in the coin” that they would 
not waste much energy fighting before 
the Legislature. However, according 
to a report from Southern California, 
the Executive Committee of the Los 
Angeles and Southern California Retail 
Druggists’ Association and the Legis- 
lative and Executive Committee of the 
California Pharmaceutical Association 
passed the following resolutions, which 
speak for themselves: 

‘Resolved, That we recommend the 
Legislative Committee of the California 
Pharmaceutical Association have a bill 
prepared and presented before the com- 
ing Legislature endorsing the follow- 
ing changes in our present Pharmacy 
Law: 

“First, that the Board of Pharmacy 
be reduced to five members—to be elig- 
ible they must actually be engaged in 
the retail drug business. 


“Second, that reciprocity of certifi- 
cates be allowed with other States when 
the standard of qualifications is on par 
with ours. | 

“Third, that all funds collected by the 
board be deposited with the State 
Treasurer—that funds to carry on the 
work be provided by the Legislature 
same as other boards are now doing.” 

We believe the changes recommended 


have considerable merit and are en-. 


tirely reasonable. The third recom- 
mendation in our estimation is the most 
important of all. With the usual jug- 
eling in the legislation we can expect 


but little change that will be of mate- 


rial value or interest to the public. 


NAUSEATING. 


That pharmacy and medicine have 
many enemies is not to be wondered 
at. During the last few months the 
public press has carried an enormous 
amount of nauseating patent medicine 
advertising. The enlightening part of 
it all is, these high class preparations 
have suddenly come to be of great 
value combating that great and dreaded 
disease, Influenza. Here we are told 
year after year, day in, day out, that 
these high class medicines were pre- 
pared by some “all knowing genius” to 
regulate all female complaints, from 
ingrowing toe nails to “falling of the 
womb.” 
male regulators have been set aside 
and the same medicine goes forth to 
combat Influenza. 

The disgusting part of it all is, the 


pharmacist who unwittingly is made a 


tool in the handling of these medicines 
gets a trifle less than nothing for han- 
dling this business. At the same time 
a critical public consciously and un- 
consciously, knowing and_ otherwise, 
feel that the pharmacist is more or less 


Now all these famous old fe- ° 
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responsible for this fraudulent and un- 
desirable medication. In short, both 
the pharmacist and the reputable med- 
ical man receive “a black eye” and 
yet neither one is profiting by or re- 
sponsible for the vicious patent medi- 
cine business. | 


The druggist who knows the cost of 
business, realizes that such preparations 
constitute a net loss in his business, 
and is anxious to find some way of 
eliminating them. May we _ suggest 
some remedy to discourage this busi- 
ness? Why not place all these prep- 
arations in some small corner of the 


store and place in large letters, “Medi- 


assumes all responsibility in the use 
of same.” Perhaps some of our read- 


ers can suggest something better. It 
is about time that reputable pharmacy 
makes some definite effort to separate 
itself from quackery, 


PHARMACEUTICAL RESEARCH. 


Those who are interested in the de- 
velopment in the science of pharmacy 
must have on many occasions asked 
the question, “Where are the leaders 
who are doing research work in the 
pharmaceutical field?’ Good papers 
dealing with the scientific side of phar- 
macy are becoming rare. That there 
are a vast number of problems of im- 
portance and value in the pharmaceu- 
tical field goes without saying. Where 
are the students and the facilities? 


Unfortunately few pharmacy stu- 
dents have sufficient preliminary col- 
lege education to do research work of 
any kind. Secondly, there are few 
schools maintaining facilities, either 
physical or educational, where such a 
student, with profit, may work. 


Until pharmacy is put upon a repu- 
table and educational basis, we may 
expect little advance in research phar- 
maceutical problems. 


THE PACIFIC PHARMACIST 


OUR SOLDIER BOYS. 


What have you done for our soldier 
and sailor pharmacists? Do you think 
they deserve some consideration? Are 
you willing to help at least one or two 
to a position? If so, don’t forget to 
fill out the blank in another part of 
THE Paciric PHARMACIST, and _ assist 
the American Pharmaceutical Associa- 
tion in the task of providing positions 
for ten thousand young men who will 
shortly be absorbed back into civilian: 
life. We are certain no one doubts 
the importance of this valuable work. 
We certainly owe this to the young 
men who willingly gave up everything 
to serve our country in a crisis. Fill 


out this blank to-day lest you forget. 
cines we can not recommend, buyer | 7 


BOLSHEVISM IN PHARMACY .'* 
By Charles H. LaWall, Ph.M. 
Words and phrases have associated 
concepts which may differ so greatly 
in different individuals that when these | 
individuals enter into a discussion they 
are often talking about things which 
are diametrically opposed. ‘Pharma- 
ceutical education”, “pharmaceutical 
practice” and “pharmaceutical progress” 
are examples of phrases, often the sub- 
ject of controversy, in which there is 
no common ground of understanding. 
Indeed it is often true that these con- 
cepts are changed in the individual 
under the influence of time and en- 
vironment. No definition of a_ liberal 
education has ever .been given which 
surpasses the following, by Huxley, 


-which is quoted to show how compre- 


hensive and detailed a definition some- 
times becomes. 

“That man, I think, has had a liberal 
education who has been so trained in 
youth that his body is the ready serv- 
ant of his will, and does with ease and 
pleasure all the work that, as a me- 
chanism, it is capable of ; whose intellect 
is a clear, cold, logic engine, with all 
its parts of equal strength, and in 
smooth working order; ready like a 
steam engine to be turned to any kind 


1 Read at the November meeting of the 
Philadelphia Branch of the American Pharma- 
ceutical Association. , 
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of work, and spin the gossamers as 
well as forge the anchors of the mind; 


whose mind is stored with a knowledge 
of the great and fundamental truths of 
nature and of the laws of her oper- 
ations; one, who, no stunted ascetic, 
is full of life and fire, but whose pas- 
sions are trained to come to heel by a 
vigorous will, the servant of a tender 
conscience; who has learned to love all 
beauty, whether of nature or of art, 
to hate all vileness, and to respect 
others as himself.” 


When we come to the question of 
pharmaceutical education or any other 


kind of scientific or professional educ-— 


ation, however, we are dealing with a 
more restricted and specialized field. 
Without attempting to inflict upon you 
an arbitrary definition of this kind of 
education, I will state that I believe 
that man is best educated who is most 
useful to his community and to Ins 
profession or trade, whatever it may 
be. For further explanation of my 
personal views on some of these ques- 
tions; I will take the unusual liberty 
of referring you to two previous ar- 
ticles in which I have expressed them. 
One is the address of the chairman of 
the Section on Education and Legis- 
lation of the American Pharmaceutical 
Association, published in the Proceed- 
ings for 1910, page 605. The other is 
an article entitled “When is an FEduca- 


tion not an Education,” Journ. A. Ph. 


A., 1915, p. 176. The views expressed 
on fundamentals in these two articles 
have not materially changed during the 
passage of time, but conditions have 
recently arisen which seem to call for 
further expression of opinion on cer- 
tain phases of the situation. 


There seems to be at present, a pecu- 
liar tendency to throw discredit on 
commercialism of any kind in connec- 
tion with pharmacy. The reason for 
this is seen every time’ one looks in 
the windows or sees the advertisements 
of a certain type of drug store, but 
why the large number of high minded, 
ethical pharmacists, who are practicing 
their profession with the respect and 


support of leading members of the 
medical profession in their communities, 
should on that account be held up to 
scorn, is hard to understand. 

We are led to believe that because 
Mr. X. or Mr. Y. makes a larger pro- 
portion of his gross profits from the 


sale of merchandise other than drugs, 


that pharmacy is going to the dogs. 
Why should any stigma attach to a 
man because he is a good merchandiser ? 
This double responsibility of such an 
individual to the community has been 


well expressed by Dr. Jacob Diner as 
follows: 


“On one side we must have the pro- 
fessionally trained man; on the other 
we must prepare the same man to be 
commercially able to avail himself of 


every honest,: legitimate means for the 


financial advancement of his business.” 
The attempt to classify pharmacists 
according to professional attainments 


has been recurrent for centuries past. 


One of the first recorded legal enact- 
ments affecting pharmacy was that of 
Frederic II of Sicily in 1233 A.D. This 
law mentions “apotheca” in the sense 
of warehouses where drugs were stored; 
compounders of medicine were called 
“confectionarii,’ and sellers of simple 
medicines were called “stationarii”. As 
throwing light on the subject of “side 
lines’, the following will be found of 
interest : 


In the sixteenth century the Guild 
of Nuremberg druggists presented a 
memorial of grievances in which, among 
others, are the following complaints: 


1. The sale of all confections has 


now fallen into the hands of the sugar 


dealer. 


2. Counter sales (of spices) are now 
made by all the large spice and cheap 
corner grocery shops, thus robbing the 
‘druggist of a source of profit that he 
is justly entitled to. 


3. The sale of sundries, such as seal- 
ing wax, fumigating pastilles, paper, 
ink and pens, is now taking place in 
common huckster shops. 


4. The sugar dealers are not only 
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selling confections but also all kinds 
of fruit juices and all such preserves 
as do not deteriorate in the course of 
a year. 

These same Nuremburg pharmacists 
stated that “many of our brethren have 
matriculated at universities, some have 
attended academies and others have 
even graduated as doctors. We con- 
sider that our profession is not a trade 
but is in reality a free art.” 


In the eighteenth century the phar- 
macists were held in derision for their 
claim for professional recognition, by 
Professor Hoffmann, one of the early 
professors of the University of Halle, 
who stated their scope of knowledge 
in the following way: 

“The apothecary should know that an 
acid and an alkali, when’ brought into 
contact, will effervesce. It will suffice 
if he but know the effect although he 
may be ignorant of the cause.” 

Business or commercial ability 1s 
fundamentally responsible for success 
in any profession or for the continued 
existence of educational institutions, even 
those engaged in the most academic 
and intellectual lines of work. All rival- 
ry or competition is in reality com- 
mercial rivalry or competition, and 
whether this is carried on fairly or 
unfairly depends upon the underlying 
principles of honesty, fair dealing and 
ethics possessed by the participants. 


What are the primary objects of a 
college education in pharmacy? Is it 
to produce mental contortionists and 
star performers who can assimilate syl- 
labi and transform the pabulum into 
passing marks for registration examin- 
ations, or is it to produce worthy, help- 
ful members of the community? If we 
decide that the latter is preferable, the 
means must be studied and methods 
applied which will tend to produce the 
desired results. I say “tend to’, for 
no idealistic attainment of results will 
ever be possible. We must work toward 
a desired end, whether we at first 
reach it or not. 


We must discourage empiricism in 


scientific work and encourage an inter- 


est in and thoroughness of training in 
principles. Efficiency, success, service, 


are all factors of value and importance. 
We must encourage and teach the stu- 
dent to become accurate in his work and 
in his habits of thought, and if our 
work is conscientious and _ thorough, 
and the student is receptive and inter- 
ested, we shall have contributed to the 
community an individual who will be 
a credit to his work and to his college 
and who will be a safe and ethical dis- 
penser of extemporaneous medicines, 
whether they constitute five or fifty 
per cent. of his gross sales. 


A certain number of the members of 
any group of young men and women 


_ have a natural aptitude and a greater 


liking for scientific work than for gen- 
eral drug store work. These should be 
given the necessary post graduate in- 
struction to enable them to become the 
neighborhood analysts and bacteriolog- 
ists, to act as clinical advisers to the 
physicians of their communities, and 
should be trained to be helpful even 
along the broader lines of sanitation 
and hygiene, so as to give aid to local 
health officers when needed. The pre- 
liminary education required for the best 
results should be a minimum of four 
years of high school work. This re- 
quirement should be enacted into the 
State laws, as has recently been done 
in the State of Illinois. 


Any college of pharmacy with the 
proper equipment and instructional staff 
should be able to, and should have the 
right to teach both of such classes of 
pharmacists in such numbers as present 
themselves with properly accredited en- 
trance~ credentials. That pharmacy is 
gradually separating into two distinct 
classes no one will deny. That it has 
been predicted for years, everybody 
knows. That it can be brought about 
over night by a resolution, agreement 
or law, is impossible. Such views savor 
of Bolshevism, a_ specious, plausible, 
irresponsible type of propaganda which 
has been worrying statesmen for severa! 
years, but has not previously appeared 
in educational discussions. 
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To accomplish these changes needs 
more than the fiat of any individual 
or group of individuals. We cannot 
effect reform by resolution any more 
than we can decide scientific questions 
by a majority vote. Diplomas, degrees 
and certificates are but “scraps of 
paper’ unless upheld by legislative en- 
actment. Reformers may frequently 
forget that laws are primarily for the 
protection of the public and not for the 
development of theories which are im- 
possible to put into practice. 


It is in the matter of legislation that 
we find our greatest stumbling block 
to rapid. progress. Our prerequisite 
legislation is too recent and not wide- 
spread enough as yet, to make such 
radical changes as would be necedsary 
to effect an immediate sharp separation 
between drug merchandisers and pro- 
fessional pharmacists, desirable as it 
may seem in some extreme instances. 
Economic factors would be ignored, 
State laws would need to be changed, 
boards of pharmacy would have to cast 
aside the traditions and practices of a 
generation. Dr. Beal has truly said 
‘Compromise is the price of progress,” 
and with this thought in mind, we 
should take pains to see that legal rest- 
rictions and educational qualifications 


should be co-ordinated and drawn closer 


together, not forced apart. 


Looking back, therefore, at _ the 
whole subject, it is clear to my mind 
that any educational institution should 
be proud of the opportunity of train- 
ing both pharmacists and druggists, 
if by druggists is meant the large num- 
ber of self-sacrificing individuals who, 
during the recent influenza epidemic, 


closed everything but their prescription 


departments so as to devote their en- 
tire attention to the pharmecettical 
needs of the communities in which they 
practiced. 


The object of an education is that 
a man may learn to benefit himself by 
serving others, one who examplifies 
the words applied by our own Dean 


Remington to a noble deceased pharma- 
cist: 
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“A man whose soul is pure and strong, 
Whose sword is bright and keen; 
Who knows the splendor of the fight 
And what its issues mean.” 


—Am. Jour. Pharm. 


THE PERIODIC GROUPING OF 
THE ELEMENTS AND THE 
MODERN RELATIVITY 

THEORY. 


(By Albert Schneider.) 

Perhaps the most astonishing, if not 
astounding, opinion of modern science 
is voiced by Wilhelm Oswald, and by 
other chemists and by physicists, in a 
suggestion that matter, as we know it, 
has no actual existence; that the mass 
of the physicist is nothing more nor 
less than energy in motion; and, re- 
markably enough, there is experi- 


mental evidence in support of such a. 


theory or rather mental concept. It 
has been ascertained that free elec- 


trons, the ultimate units of the atom, | 


increase in mass with the increase in 
motion, and that the quiescent electron 
has probably no mass and is hence 
without material existence. Can this 
possibly be true? We may well ask, 
whither is science leading us? Is there 
after all no material world? Despite 
any scientific evidence to the apparent 
contrary we will continue to be con- 
vinced of the material reality of a hot 
stove, a crushing weight, an exploding 
shell. We will continue to eat ma- 
terial food and we will continue to 
struggle and stumble along the rocky 
path of life. 


The idea, theory or hypothesis of 


relativity is not yet well’ marked out. — 


By the term is meant a genetic rela- 
tionship of all material things, as far 
as we know them. In a very crude 
and incomplete manner the zoologists, 
botanists and biologists have tried to 
show the evolutional relationship of 
the living things. Now the physicists 
and chemists are presenting rapidly 
accumulating evidence which tends to 
prove that all of the known elements 
are genetically (evolutionally) related ; 
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that they are in all probability de- 
rived from one primal element which 


is supposed to be hydrogen (proto- 
hydrogen. Urstoff). All of the ele- 
ments are supposed to be structurally 
alike, consisting of a hypothetical pos- 
itive nucleus about which are grouped 
the negative electrons. The only dif- 
ference between hydrogen and oxygen, 
for example, is in the relative num- 
ber, and arbital grouping, of the 
atomic electrons. If all of the ele- 
ments are composed of nothing else 
but the two constituents named, 
namely, positive nuclei and negative 
electrons, then the molecules and all 
of the substances known to us must 
have the same composition also, and 


the whole universe, as thus far known. 


resolves itself into a grouping, and 
arranging and rearranging of atoms 
and molecules. If this is anywhere 
near the actual fact, how marvelously 
simple it all begins to appear. There 
is even some indication that the hypo- 
thetical positive nucleus can be dis- 
carded and that the entire universe 
will resolve itself into mutually ever- 
repelling electrons. 


Perhaps the best known proof of 
the probable correctness. of the -rela- 
tivity idea, as far as it applies to the 
elements, is shown’ by the periodic 
erouping as proposed by Meudelieff, 
the Russian chemist, and Lothar 
Meyer, the German chemist. It may 
be stated, however, that these men 
can hardly be considered the sole dis- 
coverers of the periodic relationship 
of the elements. The foundation to 
the idea was laid by Stas in his mas- 
terly work on the atomic weight of 
the elements. 


We may also recall the first octaval 
srouping of the elements proposed by 
Newlands (the octaves of Newlands) 
and the triads of Dobereiner. As 
early as 1828 Dumas pointed out the 
striking similarity or resemblance of 
certain elements and suggested ar- 
rangements into groups; as, 1, lithium, 
sodium, potassium; 2, selenium, sul- 
phur, oxygen; 3; calcium, strantium, 
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barium; 4, nitrogen, phosphorus, ar- 
senic; and in 1857 the same author 
(and others) demonstrated a numer- 
ical relationship which existed be- 
tween the atomic weights of related 
elements. Take, for example, the ele- 
ments of group (1) above; if we add 
the atomic weights of lithium (7) and 
that of potassium (39) and divide by 
2 we get 23, which is the atomic 
weight of the intermediary element 
sodium. The same numerical relation-. 
ship holds true as to the elements of 
the other groups. 

In brief the periodic grouping of 
the elements is based upon the rela- 
tionship of the properties of the ele- 
ments to their atomic weights, and 
is generally stated as follows: 

The properties of the elements are 
periodic functions of their atomic 
weights. 

The recurring or periodic functions 
referred to are shown in the— 

1. Recurring similarities in general 
physical properties. 

2. Similarities in chemical proper- 
ties. | 
3. The melting point curve. 

4. The volume curve. 

The following table is according to 
the periodic grouping as proposed by 
Meyer and Meudelieff. The series are 
horizontally placed, and the groups 
vertically. According to such arrange- 
ment, the elements are all fixed serial- 
ly, from helium to uranium, according 
to the relative increase in atomic 
weight. Remarkably enough there is 
no place for hydrogen in this group- 
ing. There are no elements given for 
series 0. It may be that there is a 
group of elements represented by 
proto*hydrogen (or the Urstoff of 
German physicists) which may be 
placed here, but nothing is known of 
such possible elements. The elements 
of series 2 differ in atomic weight, 
in general physical properties in com- 
bining power. When the ninth ele- 
ment (neon) is reached we find that 
it has properties very closely similar 
to those of the first of the series 
(helium) and thus it finds its place 
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under that element. The element after 
neon (sodium) resembles lithium, and 
so on, until we get to the ninth ele- 


ment in series 3 which again shows 


a recurrence of the properties of 
helium, and this element (argan) finds 


its place under neon. As we continue 
to place the elements in series 4 we 
find a change; the ninth element of 
this series shows none of the_proper- 
ties of helium and we are compelled 
to continue the series until we get to 
the eleventh element where a gap re- 
veals itself, that is the element which 
should have an atomic weight of 
about 60.27 is wanting, and when we 
come to the element which follows 
the missing element, namely copper, 
we find that the general properties of 
this element places it under potas- 
sium, so that we know that the miss- 
ing element is an inert gas belonging 
to the helium group (zero group— 
rare inert gases). Thus we have short 
and long series, as may be readily 
seen from the table. Zero group con- 
sists of inert gases, group I consists 
of the so-called alkali metals, group 
II of the alkaline’ earth metals, and 
group VII of the halogens. If we 
compare the elements constituting the 
projecting ends of the long series (Fe, 
Ni, Co; Ru, Ph, Pd; Os, Ir, Pt) we 
find them to be similar and they are 
usually given as group VIII. The ele- 
ments of series 12 are noted for their 
radio active properties. Radio activity 
indicates the disintegration (electronic 
dissociation) of the atoms and it is 
believed that uranium, or perhaps a 
closely related substance or _ sub- 
stances, is the ultimate element (End- 
stoff), which upon electronic dissocia- 
tion reforms into elements of the 
hydrogen or _ proto-hydrogen 
thus entering upon a renewed series 
in the cyclical atomic evolution and 


devolution. The gaps in the table in-_ 


‘dicate the position of elements not 
yet discovered. The position of the 
gaps indicate the atomic weights and 
the general physical as well as chem- 
ical properties of the missing ele- 


type, 
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ments. Thus we may determine in 
advance what these elements will be 
like when finally discovered. 

There is certainly much food for 
thought and speculation in the study 
of the atomic periodic law and the 
modern conception of relativity. 


WHERE THE PROFIT LIES. 


By RocKWELL HINKLEY. 


“Say, Hinkley, if you had $20,000 
willed to you and were compelled, by 
the terms of the will, to invest it in 
a retail store and run the business 
yourself, what kind of a store would 
you pick. out?’ was the verbal shot 
handed to me by a friend at lunch the 
other day. He had hardly uttered the 
words, “What kind of a store # 


before I had formulated my answer. 


“A drug store,” was the quick re- 
joinder. 


“And why a drug store?” came 
back to me. “You don’t know the 
first thing about the compounding of 
drugs and the filling of prescriptions!” 

“Right you are,’ I answered, “but I 
do know a thing or two about how to 
run a drug store.” 


My friend received this statement 
with a look of astonishment, which in- 
dicated that he was saying to himself, 
‘He's either got his nerve right with 
him or he’s simply talking through 
his hat.” 

“How could you run a drug store 
without knowing anything about 
drugs and the filling of prescriptions?” 
he said. 

“Because,” I replied, “90 per cent. 
of the business done in the successful 
drug stores of today require no 
knowledge of drugs and medicine on 
the part of the proprietor.” 

“You're crazy, man, where did you 
get any such an idea as that?” was 
his sharp response. | 

“Right here,’ I said, as I extracted 
a stack of letters from my carrying 
case. “I have over 75 letters from the 
most successful druggists all over the 
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country, and with a few exceptions, 
they tell me that 90 per cent. of their 
profits come from the sale of merchan- 
dise that would have, ten years ago, 
been considered out of place in a drug 
store.” 

With which I handed him a few of 
the letters to read. And the more of 
them he read, the more his face fell, 
showing that he was being rapidly 
disillusioned in his opinion. 

“Well, Vll be jigged,’ he mumbled 
at the conclusion of his reading, “who 
would have believed it?” 


“That’s just it,” I answered, “there 
are only a few druggists who have 
discovered the fact, let alone civilians 
like yourself and myself, and that’s 
why so few druggists are as success- 
ful as they should be. They simply 
haven’t grasped the truth that busi- 
ness methods in the retail drug store 
have been made all over in the last 
few years. The majority of them are 
still clinging to the notion that it is 
undignified and unethical for them to 
‘turn their place of business into a 
veneral department store, as they put 
it, and they have no conception of the 
profits that come from the careful 
buying, attractive displaying and 
shrewd selling of the latest and best 
in side-line merchandise. And because 
so few of them are willing to have 
the truth pointed out to them, so few 
of them are making any real money, 
and the owners of chain stores and 
the up-to-date progressive druggists 
are laughing up their sleeves at the 
old-fogyish ideas of their fellows in 
the profession.” 


“But vou would be compelled to 
have somebody about the store who 
understands drugs and who could. sell 
prescriptions, wouldn’t you?” 


“Sure thing,” I said, “and I could 
hire two competent men for that job 
whose salaries for a month would be 
covered by my net profits from sales 
of side-line merchandise in a day.” 

“You don’t mean to say that a store 
can make as much money selling side- 
lines in a day as it does selling drugs 
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and medicines in a month?” was his 
startled interrogation. 


“Sure as you live, and that’s no 
theory either. Hundreds of them are 
doing so right at the present time. 
Why, the big metropolitan chain drug — 
stores are the most profitable going 
retail businesses of the day, invest- 
ment and profit considered in all its 
phases,’ was my ready answer. 


“How do you know this, Hinkley ?” 
returned my still unconvinced skeptic. 

“Simply because I have a number 
of up-to-date druggist friends who 
have shown their books to me in sub- 
stantiation of their contention that the 
only cause they have for regret is the 
fact that they didn’t turn their dingy 
apothecary shops into ‘what the peo- 
ple want’ stores long before they 
actually did. And, by the way, did 
you ever spend an hour, most any 
time of the day, watching the goings- 
on in one of the downtown corner 
drug stores in Chicago?” I asked him. 

When he assured me that he hadn't 
and really had formed his ideas solely 
through the same prejudice that is 
holding back so many druggists, I 
literally took him by the hand, and 
led him to see the sights in one of 
the nearby stores that | knew was 
run by a past master merchandiser. 

Before we entered the store, I called 
my friend’s attention to the display 
windows, which were models of the 
suasive art of suggestion to the pass- 
ersby. 

“But I don’t see any drugs dis- 
played in the windows,” was his an- 
swer to my inquiry as to how he 
liked the looks of the display. 

His mind was still operating’ in the 
same old prejudiced channel. 

“T’ll admit it’s all very artistic and 
attractive,’ he added, “but all I see 
are things like razors, fountain pens, 
art pictures, cameras, khaki goods, 
small talking machines, silverware, 
toys, jewelry, wrist watches, clocks, 
leather goods, aluminum ware, toilet 
sets, thermos bottles, stationery, can- 
dies and novelties of one kind or an- 
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other. However, I suppgse the pro- 
prietor wouldn’t display all those ar- 
ticles if they weren't selling.” 


“Now you're talking, man—you said 
something,’ I assured him. 


With which we strolled into the 
store. | 


Camouflaging our intentions over a 
delicious nut sundae and that con- 
cluded in the purchase and smoking 
of a couple of “two for a quarters,” 
we took in the passing show for a full 
hour. 


Although this was far from being 
the busiest hour of the day at this 
particular store, nevertheless we got 
a fair sample of the amount of busi- 
ness done. 


In that hour, in so far as we were 


able to keep track, 415 persons made 
actual purchases. I might add here, 
parenthetically, that my friend’s tal- 
ents run in the direction of figures. 
He’s an accountant, and between the 
two of us, and some more camouflaged 
lead pencil work on the back of an 
envelope, our gathering of statistics 
was simplicity itself. 

Here’s what the 415 purchasers 
either consumed or took away from 


the store with them: | 
Number of 


Articles. Purchasers. 
Drugs and Medicines......... 20 
15 
14 
14 
13 
Hiardware Afrticiés ........... 12 
Patriotic Novelties ........... 12 
Phonograph Records ......... 12 
Leather Goods Articles....... 12 
9 
Aluminum-ware ............. 9 
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Souvenir Post Cards.......... Be 
6 
6 
6 
5 
sporting Goods .............. 5 
4 
4 
Suction Cleaners ......... 


“Well, be hanged, who'd ’a 
thought. it,’ was my friend’s only 
comment as we wended our way back 
to our respective offices. 


But he’s one of those fellows whose 
opinions always die fighting, as it 
were, and he added: “This side-line 
business may be all right for the big 
city store, but will it work in the 
small towns?” 


“Say, old top,’ I responded, “if 
you'll pay all my expenses, I[’ll take 
you to a little town of only 3000 in- 
habitants about 50 miles north of here 
where | know a druggist who is do- 
ing proportionately as large a busi- 
ness in added lines as the store we 
just visited.” 


He was willing to take my word. 
for it, however, in view of the posi- 
tiveness with which I made the asser- 
tion, and he left me at the corner, a 
wiser and a more-open-to-conviction 
individual. 


He must have gotten half way 
down the block, when he came run- 
ning back to me and burst out with 
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much enthusiasm, “Say, Hinkley, 
when you get ready to invest that 
$20,000 in a retail drug store, let me 
know, I'll add another $10,000 and 
rely on your proven good judgment 
to earn me a fair return on my 
money.” 

The compliment, of course, was not 
meant for me, but for the funda- 
mental principle that in the proper 
stocking and selling of side-lines, the 
progressive druggist has a gold mine 
if he will but profit from the experi- 
ence of others and give the people 
what they want, when they want it 
and in a manner that will make them 
come back again. 


WHAT THE LAW SAYS. 


No Longer Can Men With a Claim 
Against a Railroad Rely on the 
Road’s Willingness to Adjust 
Without a Written Claim. 


A case has just been decided by the 
Appeal Court of Pennsylvania which 
directly involves the law controlling 
the shipment of goods from State to 
State, as it exists everywhere. There- 
fore, while it was the decision of a 


State Court, it represents the law all 


over the United States. 

The case has to do with the proper 
manner of making claims on railroads 
for lost or damaged goods. As all 
readers hereof probably know, every 
shipment of freight over a railroad is 
represented by a bill of lading, which 
is given by the railroad to the shipper 
and contains the terms and conditions 
of the contract of shipment. The rail- 
road, the consignor and the consignee 
are all bound by whatever is in the 
bill of lading. 

The uniform bill of lading which is 
now in use practically everywhere, 
contains the following as to the time 
and manner of presenting claims for 
lost or damaged goods: 

“Claims must be made in writing 
to the carrier at the point of delivery 
or at the point of origin within four 
months after delivery of the property, 
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or in case of failure to make delivery, 
then within four months after a rea- 
sonable time for delivery has elapsed.” 

Many a claim has been lost because 
of carelessness in not making claim 
in. writing within the four months. A 
large number of those losses happen 
in this way: A man expects five bar- | 
rels of something and only four come 
through. He gives verbal notice to 
the agent at the delivering point and 
the agent promises to look it up. 
“Looking up” claims against a rail- 
road is a matter of months, often of 
years, and before a consignee knows 
it, months have passed without col- 
lection. During this period he may or 
may not have jogged the agent’s 
memory, always getting a promise 
from the agent to go after it. 

Finally, nothing happening, the con- 
signee decides to sue and is met right 
at the outset by the defense that he 
has not made his claim in writing - 
within four months. Of course the 
railroad knows about that clause and 
never loses sight of it. If it can keep 
you dragging along for more than 
four months without anything written 
having been filed, it is safe and need 
never pay your claim. If I had one- 
hundredth part of the money that has 
been lost through carelessness on this 
one point, I should never need to 
write another word. 

Under the old law it was sometimes 
possible for the consignee to get 
around the fact that he had not filed 
written claim within four months, by 
pleading that the railroad, by accept- 
ing his verbal claim and investigating 
it, had led him to believe that no 
written claim would be necessary; in 
other words, that the railroad had 
waived the requirement as to written 
claim. 

The law now, however, is that the 
railroad cannot waive the requirement, 
even though it were willing to, and 
that nothing that it does, not even 
an express agreement to waive, could 
be allowed to constitute waiver. The 
reason for this is that under the law 
railroads are supposed to be operated 
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with absolute equality to all—equality 
as to rate, and equality as to privi- 
lege. If a railroad were allowed to 
Waive a requirement as to one shipper 
which it could enforce as to another, 
the equality which the law aimed at 
would be destroyed. 


The Pennsylvania case which I have 
referred to (Concordia Co. vs. Penn- 
sylvania R. R. Co., 69 Pa. Superior 
Court, 361) decides flatly that for the 
reason given above a railroad cannot 
Waive the provision requiring written 
notice of loss or damage within four 
months. I reproduce the following 
from the decision: 


‘Plaintiff sues to recover the value 
of certain goods delivered to the de- 
fendant for transportation from Phila- 
delphia to Montreal. The bill of lading 
contained a _ stipulation that ‘claims 
must be made in writing to the car- 
rier at the point of delivery or at the 
point of origin within four months 
after delivery of the property, or, in 
case of failure to make delivery, then 
within four months after a reasonable 
time for delivery has elapsed.’ . By 
agreement of counsel it was admitted 
the goods were totally lost in transit 
and that the period in which notice 
must be given ended on November 
26, 1915. No written notice of claim 
was sent to the defendant, but it was 
argued by the plaintiff that the de- 
fendant had, by its conduct, waived 
the requirement of a writing. The cir- 
cumstances and dealings of the parties 
were proved and the question was left 
to the jury whether they showed a 
waiver of written notice. The jury 
found for the plaintiff. The only ques- 
tion now raised is, can the require- 
ment of written notice (in the bill of 
lading) be waived by the carrier? 


“It will not be necessary to enter 
into an elaborate review of the Fed- 


~ eral legislation of recent years fixing 


the status of shipper and carrier nor 
of the many decisions of our highest 
legal tribunal expounding and apply- 
ing such legislation to the many ques: 


tions that have arisen thereunder. A 
study of these cases and a brief reter- 


ence to but two of the most recent 
ones convinces us that the question 


- involved in the present case must be 


disposed of as a Federal question, and 
necessarily our judgment must follow 
the path marked out by the highest 
authority. ... The parties could not 
waive the terms of the contract under 
which the shipment was made _ pur- 
suant to the Federal act; nor could 
the carrier by its conduct give the 
shipper the right to ignore these 
terms which were applicable to that 
conduct, and hold the carrier to a dif- 
ferent responsibility from that fixed 
by the agreement made under the 
published tariffs and regulations. A 
different view would antagonize the 
plain policy of the act and open the 
door to the very abuses at which the 
act was aimed.” 


This decision is most important, in 
that it means that a man who has a 
claim against a railroad for lost or 
damaged goods can no longer rely 
upon the apparent willingness of the 
company, or even upon its promise, 
if it made one, to adjust the matter 
without written claim filed within 
four months. He must file his 
claim, and in writing, within four 
months, or he is gone. He would 
be gone even if the railroad did not 
defend on that ground in _ court, 
though of course it would do so, be- 
cause the court would itself be 
obliged to take notice of the failure 
to.comply with the bill of lading.— 
(Copyright, December, 1918, by Elton 
J. Buckley.) 


_ 


A USEFUL RULE IN FINDING 
THE COST PRICE. 


To find the cost of a single article 
of a gross lot, multiply the gross price 
by .007. This will give an approxi- 
mate within a very small fraction of 


articles costing $9 per gross or less.— 
Frank Green Jr. 
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THE FOUNTAIN. 


This Winter’s Business. 


I realize that the problem of the 
right help is a big one with you at 
the present time. Many of you have 
lost the good men who had your busi- 
ness interests at heart and you find it 
a hard problem to keep even the in- 
different force that has replaced them, 
Still there are ways in which these 
men can be induced to treat others 
properly. If the boys fail there are 


the girls, and many are finding the 


help problem solved in a very satis- 

factory manner by employing them. 
' Girls as a rule will take an interest in 
your business and treat the customers 
nicely if you only treat them fair in 
the matter of hours and wages. The 
scarcity of competent help is a draw- 
back to many a man in business. It 
is not confined to owners of soda 
fountains. If then others can take the 
crude material that is available and 
create service, you should be able to 
do the same. I have no desire to ad- 
vance impossible theories. I know the 
kind of service that pays and I also 
know the present difficulties that 
stand in the way of giving the proper 
service. All I can say is, “Aim high!” 
Secure the best dispensing force you 
can. Impress upon them the patriotic 
dutv of treating the soldier boys 
kindly and giving them the best. 
Make it worth their while financially 
to give the service you want them to 
give. Pay those who “give service” 
more than the average dispenser de- 
mands. Let them see that you reward 
good service. Don’t wait until you 
must pay more or lose the clerk, but 
give the reward as soon as you dis- 
cover that there is a reason for doing 
so. If you are willing to do this you 
may be sure that you can have your 
choice of the best there are available. 
I often hear men say they cannot se- 
cure desirable help. They could if 
they were only willing to pay what 
reliable help is worth. 

Passing from the thought of a good 


warm welcome we go on to that of 


good hot drinks, and let me assure 
you at this time that if there is any- 
thing that must be good before it can 
be popular it is a hot drink. 


There was a time when the dis- 
pensers were on the endless search 


for something new and the number of . 


cold drinks and confections is almost 
innumerable and each year sees some- 
thing new. Even the scarcity of sugar 
has resulted in the development of a 


number of sugarless dainties. In other 


realm of hot drinks, however, new 
things are not numerous, nor does 
there seem to be any real demand for 
them. A new bouillon or soup is al- 
ways possible at the few fountains 
that do sufficient business to make it 
pay to have the necessary equipment 
for handling home-made bouillons. 
Those who desire something along 
this line have only to consult a few 


cook books or the culinary pages of. 


their wives’ household magazines. 
When it comes to those things which 
are really beverages, they are few in 
number, and of the few a still smaller 
number enjoy anything like a good 
demand. 


This year the dispenser has all he 
can do to keep his fountain supplied 
with staples and care for a demand 
that seems to be doing its best to ex- 
ceed his supply. In such circum- 
stances, I feel that what I have to 
say this year must be very practical. 

The fact that the demand for foun- 
tain beverages has grown under the 
adverse conditions resulting from this 


country’s entrance into the war to 


such an extent that those engaged in 
it are with difficulty supplying the 
demand should speak loudly to those 
who hesitate about installing a foun- 
tain and suggest that it is a wise step 
to take at this time. Let this thought 
find a lodging place and see if it does 
not bring forth fruit. 


One day a few winters ago I sat 
behind two women in a street car 
whose conversation was sufficiently 
loud to be plainly heard. I was not 
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paying any attention until I caught 


the word soda fountain, then while 
pretending to read my paper I lis- 
tened to what proved to be a discus- 
sion of the various fountains and I 
learned that these two women had a 
surprising amount of information 
about the fountains of the town. The 
remark that I was most interested in 
was this: “I want you to go with me, 
Mrs. ———,, to a new store just off 
the main street. They call it ———. 
Have you ever been there? No! Then 
you must come with me and have one 
of their hot chocolates ; they are so good. 
It really surprised me to be served 
with anything so delicious.” 


There you find the secret of making 
satisfied customers. This woman was 
a satisfied customer, the kind that ad- 
vertise a fountain, because something 
served at it was “so good.” I presume 
that she found other things equally 
good as the hot chocolate. I have 
found as a rule that where one thing 
is unusually good nearly everything 
is a little somewhat better than the 
average. This is natural because only 
those who are trying to produce 
something better ever bring anything 
to such a state of perfection. 


_ Another thing impressed upon my 
mind by the conversation of those 
two women was that it is not always 
the big fountain where the best is 
served. In this case it was a small 
store just off the main street. No 
doubt this man realized-that he must 
offset the disadvantage of location by 
offering something that would draw 
the people. 


When I speak about having things 
“so good,” I realize that many foun- 
tairis where the dispensers have aimed 
at and maintained a high standard of 
quality are having a hard time to 
maintain their standard, much less im- 
prove it. With only half the amount 
of sugar necessary and possibly your 
favorite cocoa unobtainable all that 
may be*said does not give them to 
you and therefore you must make the 
very best you can with the materials. 


Service—dainty china and polished 
silver—always add to even.a good 
drink. How much more essential it is 
that the service be maintained at a 
high standard. Be sure in this matter 
not to begin more than you can keep 
up. I have known dispensers when 
opening new fountains to purchase a 
far better class of sundries than the 
possible business would warrant their 
keeping up. The result was that while 
the public were greatly pleased when 
the fountain opened they were later 
disappointed when new things of less 
value were eventually purchased to 
replace the fine dishes when broken. 
Had these men started with a service © 
they knew they could maintain their 
customers would not have expected 
anything better. 


Hot drinks must be served neatly 
and not run over the edge of a mug. 
Those who use a cup and_ saucer 
should not think that the purpose of 
the saucer is to hold that part of the 
drink that runs over when the cup is 
too generously filled. Over generosity 


means slovenly service and a financial © 


loss and an unpatriotic waste of food. — 
Serve the right amount and serve it 
in the cup, being careful not to slop 
it over when placing it on the table 
or counter. | 


A good hot drink is the source of 
comfort and enjoyment to your cus- 
tomers—a source of satisfaction to 
the firm from whom you buy your 
goods and the source of increased 
business and an‘ ever increasing profit 
to yourself; 


I once heard a dispenser say: “The 
beginning and the end of a successful 
hot soda business is a surpassing hot 
chocolate.” There is a volume of 
truth in his words, for the sales of 
hot chocolate no doubt exceed at most 
fountains the sum total of all other 
hot drinks. This well-known fact is a 
sufficient indication of the need of a 
cup of chocolate that surpasses that 
of your competitors. A few of my 
readers find this a rather difficult 
problem because of the high standard 
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of his competitors, but I am satisfied 
that with the majority of them that it 
will prove an easy matter. Where it 
is difficult it is possible to have it dis- 
tinctive, having a specially delightful 
flavor of its own. You can certainly 
prevent any competitor from walking 
off with more than his share of the 
business and by really trying, it is 
just possible that you can secure an 
enviable share of it—E. F. White in 
Pacific Drug Review. 


Seasonable Suggestions. 


Holiday specialties with seasonable 
names always take well and you can 
find recipes for them in any fountain 
formula book. Make a talking point 
of any new items you are serving or 
any features that are worthy of spe- 
cial mention at your fountain. Refer 
to them in all your advertising, talk 
about them to your trade and give 
them prominence in your windows 
and at your fountain by means of dis- 
play cards. Work up a reputation on 
one or two special items at holiday 
time and then by adding to these spe- 
cials from time to time, you will con- 
tinue to hold and increase the vantage 
gained by special advertising at 
Christmas time. 

I am a great believer in the power 
of suggestion and this can best be ac- 
complished by window and _ fountain 
signs, changing them frequently to fea- 
ture various drinks or the same items in 
different ways. .Such signs néed not 
be elaborate or expensive. Cardboard 
or heavy paper will answer very 
nicely for them and anyone who is 
handy with a pen or brush can make 
them for you. ie 

Many fountain. owners make it a 
point to have music in their stores 
during the holidays. You can rent a 
Victrola or a similar machine with a 
supply. of records for a small amount, 
or your local agent for player pianos 
may be far-sighted enough to appre- 
ciate the advantages that would ac- 
crue to him by putting a player with 
a competent operator, in your store 
fora few days. The music attracts 


the people and if you make them feel 
that they are welcome and provide a 
comfortable place at your fountain for 
them to rest and enjoy it, you are 
almost sure to sell them a drink or a 
dessert—you surely will if your ad- 
vertising is sufficiently suggestive and 
appealing.—Pacific Drug Review. 


Timely Hot Tips. 
How about the hot signs, are they 
conspicuous by their absence or by 


their presence; are they inducing peo- 


ple to come in and try something 
warm? 


Instead of grumbling because every- 
thing is not just like you would like 
to have it just catch the spirit of the 
month and be thankful that things are 
as well with you as they are. 

Remember—-That the dispenser who 
installs a modern two or three com- 
partment urn and does things in an 
up-to-date way has .something to 
shout about. 

That the only way to sell hot drinks 
is to talk them in such a way that 
you enthuse the public. 

That a hot drink tastes better when 
you have a cracker or two to nibble 
with it. 

That you will have greater efficiency 
if you set a standard for hot service - 
and make every dispenser live up to 
it, making him responsible for his 
service. 

That the only way to serve the best 
is to purchase the best and handle it 
better than the other fellow. 

That sanitation is on every tongue 
and that he is a wise dispenser who 
lets the public know the precautions 
that he is taking in their behalf along 
this line. 


That flat, tasteless bouillons are 


_ usually disastrous in their effect upon 


the continued patronage of those who 
once partake of them. 

That if you ask ten cents for hot 
chocolate you must serve one that is 
worth it and crowned with a generous 
amount of good whipped cream. __ 

the cream used in hot drinks 
must always be strictly fresh. 
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‘hat warm dressings for sundaes 
are in demand and that a fudge urn 
will pay its own way with ease. 

That a soiled menu on table or 
counter is fully as unsightly as a 
dirty glass. 

That if you would secure more from 
the winter fountain business, all you 
have to do is to put more energy into 
it. | 

That coffee bags must be kept clean 
and renewed often. 

That the high prices of foodstuffs 
mean that you must watch things 
carefully or the profits will be minus. 

That nothing can compare with uni- 
form results in producing real results. 

That a luncheonette will pay in any 
community where a reasonable num- 
ber of people eat out. | 

That a new dispensing force every 
few days does not help you to main- 
tain uniform service. 

That there is a demand for a real 
sood cup of malted milk. Try stirring 
a spoonful of whipped cream into 
each cup. 

That hot drinks should be hot and 
that the quickest way to kill the sale 
of hot beverages is to serve them 
lukewarm; but then that would not 
be hot soda, so why discuss the ques- 
-tion.—International Confectioner. 


“SELLING HOT CHOCOLATE. 


A well-known enterprising Boston 
confectioner has successfully introduced 
and employed an entirely new method 
of promoting the sale of hot drinks 
during the cold months, and _ conse- 
quently adding to the somewhat de- 
creased business which is characteristic 
of these months. 

He chose the hot chocolate for his 
working medium, both because of its 
popularity over other beverages and its 
consistency as the winter drink, and 
ventured to attempt a very singular 
way to draw the attention of the public. 

He removed a large portion of the 
contents of one of his large show win- 
_ dows and installed in the centre a large 
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steaming urn of the latest type, mount- 
ed on a small table. The syrup was 
contained in a large pitcher placed near 
the urn. The crackers and whipped 
cream—the side attractions of the hot 
chocolate—were ingeniously placed so 
as to convince the public eye of their 
delicacy. The confectioner then adver- 
tised the specialty by displaying many 
attractive posters in the window. Thus 
the orders for hot chocolate in the 
store were filled out in the window in 
the presence of the passing populace. 
Herein lay the novelty of the situation 
—the actual manufacture of the bever- 
age in the view of all. 

On a bleak November day the on- 
passing public would pause and behold 
this message of warmth and in many 
cases would enter and partake of the 
luxury, to the extreme satisfaction of 
the proprietor, who keenly watched the 
popularity of the store win public favor, 
his trade enlarge, and above all, his 
profits increase to a due significance. — 
International Confectioner. 


SEASONABLE SUNDAES. 
Winter Dressing. 

Run 1 pound of mixed fruits, con- 
taining dried apples, apricots, prunes, 
figs, dates and raisins, through a fruit 
chopper. Add-3 pints of maple syrup 
and cook until tender, then add 6 
ounces of chopped walnut meats. 

Winter Fruit Dressing. 

Mix together 1 pint of crushed pine- 
apple, 1 pint of broken maraschino 
cherries, 1 pint of preserved crushed 
strawberries, 6 bananas cut in slices 
and 1 pound Malaga grapes, seeded 
and cut into halves. Dilute to a work- 
ing consistency with white grape syrup. 

: Winter Snow Sundae. 

Put a No. 10 cone of ice cream into 
a sundae cup and pour over it a ladle 
of marshmallow cream dressing, and 
sprinkle with. shredded cocoanut. Top 
with a maraschino cherry. 

From “White’s Vest Pocket Sundae 
Formulary,” copyright 1917, by Spatula 
Publishing Co. This little book con- 
tains over 1,500 formulas for Sundaes 
and Dressings. Its price is only $1. 
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SODA FOUNTAIN FORMULAS 


Moorish Sherbet. 


Shaved ice, % tumblerful; strawberry 
sherbet, 1 ounce; pineapple syrup, 1 
ounce; vanilla syrup, 1 ounce; mix well 
in a shaker, add carbonated water, fine 
stream, and pour from glass to shaker 
several times. Serve in a 14-ounce 
glass with straws. 


Tomato Bouillon. 


This is rapidly becoming one of the 
leaders, especially at those fountains at 
which it is served as a finished bever- 
age. It will pay you to serve this if 
no other finished bouillon. The equip- 
ment necessary is a small glass plate 
and an aluminum saucepan, a dish of 
Worcestershire sauce and one drop of 
Tobasco sauce. Fill with hot water 
and stir until the cube is dissolved. 


Lemon Pepper. 


Into a 12-ounce glass draw 1% 
ounces of lemon syrup; ™% ounce of 
spearmint syrup; add a couple of dashes 
of Jamaica ginger and 1-3 glass of ice. 
Fill with carbonated water and dec- 


orate. 
Malted Milk Clamette. 


Pour 2 ounces of clam bouillon into 
the mug, into this mix a heaping spoon- 
ful of malted milk; add a little whipped 


cream. | 
Sundae. 


Place a cone of vanilla ice cream 
on a dish and put three whipped cream 
chocolates around it. Pour maple syrup 
over the ice cream and sprinkle a few 
nuts over all, topping with whipped 
cream and a maraschino cherry. 

Ginger Sundae. 

Get a crock of preserved Canton gin- 

ger; remove from the syrup and cut 


the ginger into small pieces about the 


size of a small marble. Place in fruit 
bowl on soda counter, with sufficient 


of the ginger syrup that also comes . 


in the crock to cover it. Over this 
pour a ladleful of the ginger. Cover 
with whipped cream and top off with 
a piece of ginger. This makes a very 


delicious dainty. If preserved ginger 


cannot be obtained, use the candied 

ginger and ginger syrup from the foun- 

tain. Some dispensers add a_ few 

ground nuts, but the ginger and cream 
without mixtures is preferable. 
Plum Pudding Sundae. 

Into the bottom of a No. 10 to-the- 


quart silver sundae cup place a small. 


piece of plum pudding. On top of this 
put a No. 10 to-the-quart dipperful of 
ice cream, cover with whipped cream, 
and garnish with a cherry. 

Aviation Hot Chocolate. 

In an egg shaker break one egg and 
mix with 1% ounces chocolate syrup 
and ™% ounce sweet cream. Add hot 
water, and further mix by pouring back 
and forth from shaker to mug several 
times. Then strain into mug and serve 
with whipped cream. 


HOT LEMONADE. 


Soluble extract lemon..drops, about 15 
Tropical fruit acid......drops, about 10 
cupful 1 

2. essence... . fl. drachms 4 
Solution of citric acid...... fl. ounce 1 
Syrup. enough to make....fl. ounces 32 


In serving, draw 2% fluid ounces of 
the syrup into an 8-ounce mug, fill 
with hot water, and serve with a spoon. 


Solution of citric acid....fl. drachms 2 


White of 1 egg. 


Grate the peel of the lemon, macer- 
ate with the alcohol for a day; express; 
also express the lemon, mix the two, 
add the sugar. | 

Banana Sundae.—Place a portion of 


vanilla ice cream in a glass and gar- 


nish with sliced bananas. This may 
be varied by using a small quantity of 
banana or strawberry syrup. 


Winner College Ice. 

Place a No. 10 cone of half choco- 
late and half caramel ice cream in a 
sundae cup. Over this pour a ladle 
of crushed strawberries, then a_ small 


ladle of clover cream dressing. Top 


with whipped cream and a cherry. 
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PERSONAL AND DRUG TRADE NEWS > 
By Our Special Correspondents 


The Owl Drug Company have re- 
cently opened a new store in Seattle. 
This makes the twenty-ninth retail 
store to be opened by this company. 
The company now has stores in some 
of the larger cities, including Mil- 
waukee, Chicago and Minneapolis. 


The California Drug Company of 
Calipatria, has been making some ex- 
tensive improvements in one of its 
stores. This is in keeping with the 
marked increase in business of this 
firm. | 


Thomas J. Greenwood of Centerville 
was a recent visitor in San Francisco. 


H. F. Wiggin of the Modesto Drug 
Company recently visited San Fran- 
cisco. He reports business very brisk. 


R. R. Rogers of the Rogers Chem- 
ical Company was recently elected 


president of the San Francisco Rotary 
Club. 


The Reed brothers have moved their 
office from 585 Mission to 91 Drumm 
street. The firm is chiefly interested 
in surgical supplies. 


Several drug store burglaries have 
recently been reported. The Owl Drug 
Store of Sacramento was recently 
robbed of $1700 in cash. | 

A recent attempt on a store in San 
I‘rancisco was foiled. 

The store of Dr. C. A. Lutz in 
Irvington was recently robbed of $200. 


E. J. Morgan, manager of the Hono- 
lulu Drug Company, recently died at 
Pomona, Cal. 


Langley & Michaels Company in the 


Sacramento valley is now represented 
by S. L. Mathias. 


Mrs. Martha McConnell, for many 
years a pharmacist at Smartville, 
Yuba county, recently died. She and 
her husband were pioneers of Yuba 
county. 


. The plant of the Bayer Company, 
one of the largest of its kind in the 
United States, was recently sold at 
auction by order of the Government 
to the Sterling Products Company for 
something over five million dollars. 


Leon Laborie, U. C. 715, of the 
Potrero Pharmacy, recently had his 
new car stolen. It was returned in a 
damaged condition. 


Roy Stauffer, U. C. ’10, owner of 
the Swan Pharmacy, San Francisco, is 
the proud father of a young daughter. 


G. Wilson, of the Wilson Pharmacy, 
San Francisco, recently paid a visit to 
Phoenix, Ariz. 

Wm. Mowry, U. C. ’11, proprietor 
of the Colma Pharmacy, -has recently 
installed new fixtures, and a much 
larger stock. Mr. Mowry is also post- 
master of this promising little city. 


Ralph Fortier, U. C. 718, of Willits, 
Cal., was a recent visitor in San Fran- 
CiSCO. 


Tom Gleason of Stockton is recov- 
ering from a very serious illness. 


Clarence Johnson is the new man- 
ager of the K. & K. Drug Store, San 
Francisco. 


The=K. & K. Drug Store, corner 
Ninth avenue and Irving street, San 


Francisco, was burglarized recently. 


The loot consisted of a small amount 
of postoffice money. 
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NEW HOME OF THE H. K..MUL- 
FORD COMPANY. 


Having outgrown their present 
pharmaceutical laboratories, the H. K. 
Mulford Company has purchased and 
will soon occupy the modern building 
located at Broad, Wallace and Fif- 
teenth streets, on Philadelphia’s main 


thoroughfare, six blocks north from 
City Hall. 


The building is of modern construc- 
tion, being fireproof throughout, of 
steel, concrete and stone, nine stories 
in height, and has a total floor space 
of nearly ten acres. 

All equipment is of the latest type 
used in building construction and in- 
cludes four electric passenger eleva- 
tors, four electric freight elevators, 
with a capacity of twelve tons; four 
enclosed fire towers for the safety of 
the occupants, electric generating ma- 
chine, mail chutes, artesian wells, etc. 

The structure will be further 
equipped with modern labor-saving 
devices and when occupied will house 
the general offices and the drug, chem- 
ical and pharmaceutical departments 
which are now distributed over a 
number of buildings in several loca- 

This will be the largest building in 


the world devoted exclusively to the 


wholesale drug line. 


production of medicinal products. It 
will be a worthy peer of the Mulford 


Biological Laboratories, located at 
Glenolden, Pa., which are recognized 
as the largest and most complete in — 
existence. 


The rapidly increasing business at 
home and abroad has necessitated this 
expansion and the new premises will 
enable. the H. K. Mulford Company | 
to fulfil the long cherished aim of 
making the Mulford Standard of Ser- 
vice equal the Mulford Standard of 


Quality. 


OBITUARY. 


4 


THE PAcIFIC PHARMACIST announces 
with great regret the death of Wil- 
liam P. Redington, Vice-President and 
Treasurer of the Coffin-Redington 
Wholesale Drug Company. The death 
occurred January 4, 1919. | 


Mr. Redington was perhaps one of 
the best known men in drug circles 
on the Pacific Coast. For many years 
he has been actively identified in the 
He was an ex- 
ceptional, capable, conscientious, en- 
thusiastic worker. His many friends 
throughout the Pacific Coast will be 


grieved to learn of the passing of 
William P. Redington. 
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GOAT 


11 oz. can friends. 
Retails 25c 


We can assist in building up 


Physicians Bldg. 


Recommend 


For Malnutrition of 
Infants and for In- 
valids. Invaluable in 
Tubercular cases. Do 
this and your custom- 
ers will become your 


a good business. 


Send for our Sales Helps 


Widemann Goat Milk 
Laboratories 
San Francisco 


MARKET LETTER. 


By F. W. DEssEL. 
The effects of peace are slowly mak- 
ing themselves felt in the chemical 
and drug business. The market is no 


longer bolstered up by large Gov- 


ernment contracts and there is more 
of an effort on the part of large con- 
cerns to get in touch with the small 
buyer. 

With the return of communication 
with foreign countries we may soon 
expect a good supply of the crude 
drugs at reasonable prices. ‘The sup- 
ply of crude drugs probably was never 
so low in the history of pharmacy. 
However, there will be no _ serious 


slump in the prices of the majority | 


of drugs and chemicals since the re- 
serve supply in all countries is neces- 
sarily very low. Many of the foreign 
countries will require two or three 
years to change from munition build- 
ers to pharmaceutical producers. 
Glycerin and phenol, so largely 
used in war munitions, have taken a 
severe drop, orders for thousands of 


tons for foreign countries being can- 
celed at the signing of the armistice. 
Menthol has advanced about two dol- 
lars a pound. Camphor still remains 
at an abnormally high price. 

The following are the chief ad- 
vances: Glaubers Salts, Epsom Salts, 
Codeine, Citric Acid, Grape Juice, 
Turpentine, Alum, Menthol, Thymol, 
essential oils, Linseed Ojul, Wild 
Cherry Bark. 

Declined: Acetphenetidin, Camphor, 
Glycerin, Phenol, Permanganate of Pot- 
ash, Celery Seed, Oil of Sassafras, Sac- 
charine, and crude drugs in general. 


Marriage. 

Fred J. Hildebrand and Miss Ruth 
Margaret Andrews were marrfed in 
Vallejo, Cal., December 9th. The 
bride’ is a native daughter and has a 
host of friends in the bay cities. Fred 
Hildebrand is so well known in drug 
circles of San Francisco as to need no 
extensive notice. For many years he 
has been connected with the Coffin- 
Redington Company. He is a popular | 
and likable salesman. THE PACIFIC 
PHARMACIST extends sincere wishes to 


the young couple for a long and happy 
wedded life. 


THE HARRISON NARCOTIC 
LAW. 


In the annual report of Commis- 
sioner of Internal Revenue Daniel 
C. Roper for 1918, recently received 
by Collector Justus S. Wardell, the 
following comment is made on the 
Harrison Narcotic Law: 

The Act of December 17, 1914, 
known as the Harrison Narcotic Law, 
imposes upon the Bureau of Internal 
Revenue a police function of excep- 
tional importance in its relation to 
public welfare and the conservation 
of man power. 

Evidence of the increasing preva- 
lence of narcotic addiction in the Uni- 
ted States together with difficulties 
encountered by the Bureau in admin- 
istering the law led the Secretary of 
the Treasury in April, 1918, to ap-. 
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point a representative committee of 
five members to co-operate with the 
Bureau in making a thorough study 


of narcotic drug problems, with a. 


view to recommending needful changes 
in the administrative provisions of 
the law and such other remedial 
measures as might be found neces- 
sary for the more effective control of 
the traffic. 


The committee has assembled valu- 
able data regarding the extent of drug 
addiction in the United States and its 
relation to public health and national 
efficiency. Careful consideration is 
being given to proposed changes in 
methods of administration and to sug- 
gestions for direct treatment by the 
Government of certain classes of ad- 
dicts or supervision of their treatment 
through designated medical agencies. 
The findings and recommendations of 
the committee will be embodied in a 
special report at an early date. 


It seems evident that comprehensive 
and effective administration of the 
narcotic laws must be based upon an 
international agreements and co-opera- 
tive interpretation policies under which 
the world drug trade may be adequately 
policed. 


During the fiscal year 1918, 16,995 
violations of the Harrison Narcotic 
Law were reported, including techni- 
cal violations and violations of the ad- 
ministrative regulations. Of these 


cases 16,107 involved persons author- 


ized to register under. the terms of 
the law. The remaining 888 cases 
were against persons not mentioned 
in the act, principally illicit dealers, 
peddlers, etc. 
Of the registered classes, 86 convic- 
tions were had, 42 cases resulted in 
acquittals, compromises were collected 
in 274 cases, and 14,701 cases were 
dropped upon satisfactory evidence of 
the technical or unintentional charac- 
ter of the violation. Of the unregis- 
tered classes, 306 persons were con- 
victed, 41 were acquitted, 23 cases 
were compromised, and 110 were 
dropped, because of the impossibility 
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of obtaining sufficient evidence to 
convict. 

Fines were imposed by the courts 
amounting to $30,700.31, and there 
was collected from compromises $35,- 
064.15. Special taxes and penalties 
amounting to $20,761.98 were assessed 
against delinquents, of which amount 
$20,235.46 had been collected at the 
close of the fiscal year. 

On June 30, 1918, there were 153 
registered and 279 unregistered per- 
sons under indictment, in addition to 
851 cases pending against registered 
persons and 129 cases against unregis- 
tered persons. 

During the fiscal year ended June 
30, 1918, there were reported 248 vio- 
lations of the act of January 17, 1914, 
regulating the manufacture of opium. 
Persons convicted numbered 78, ac- 
quitted 18, under indictment or held 
for the grand jury 82, compromised or 
discharged by United States commis- 
sioner 73, cases pending (exclusive of 
those under indictment or held for the 
erand jury) 70. 

Fines imposed upon _ conviction 
amounted to $34,660.75; amount of 
fines collected $3,923.85: and _ the 
amount collected from compromises 


$6,220. 


NATIONAL LEGISLATION OF 
INTEREST TO DRUGGISTS. 


By EuGrnr P. BROKMEYER. 
Costly Harrison Act Amendment. 
Just before the revenue bill was 

passed by the Senate early this week, 
Senator McCumber offered an amend- 
ment adding to Section 6 of the Har- 
rison act a provision requiring manu- 
facturers and dealers to keep a record 
of all preparations and remedies sold 
by them, even though exempted by 
Section 6, giving the date, quantity, name 
and address of persons to whom such 
preparations or remedies are sold or 


dispensed. Senator McCumber explained 


on the floor of the Senate that this 
amendment was considered by the 
Finance Committee, but had not been 
reported to the Senate, through some 
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inadvertence. The amendment was 
agreed to by the Senate without dis- 
cussion. It is quite. apparent that few 
if any Senators fully appreciated just 
what the effect of the amendment will 
be on the practical conduct of the drug 
trade and pharmacy and also upon the 
public welfare if it is acceded to by 
the House conferees and becomes part 
of the Harrison act. 


In a few words, this amendment 
would occupy the average retail drug- 
gist in doing practically nothing but 
keeping and preserving records for the 
inspection of the Internal Revenue De- 
partment. Every household remedy— 
and there are hundreds of them in the 
average drug store—for coughs, colds, 
stomach troubles and in short, all the 
ills to which a human being is subject, 


would have to be recorded whenever 


sold by a manufacturer, producer, com- 
pounder or dealer, together with the 
date of sale, quantity, and the name 
and address of the vendees. _ | 
Evidently Senator McCumber and in 
fact all the other Senators could not 
have understood what the imposition of 
this additional burden on the pharma- 
cists of the country would mean, be- 
cause if they did it is certain that they 
would not have imperiled the public 
health by thus making it so difficult 
for druggists to continue to com- 
pound and dispénse necessary medi- 
cines. The national lawmakers, like 
the state, seemingly forget that the 
retail drug business is one of in- 
finitesimal detail and that in recent 
years it has been more and more 
hampered by unnecessary and vexatious 
laws and regulations, all of which nec- 
-essarily affect the sick and suffering, 
one way or another. A _ prominent 
pharmacist of Washington stated, when 
he heard of the adoption of the Mc- 
Cumber amendment by the Senate, that 
if it became part of the law he- cer- 
tainly would refuse to dispense the or- 
dinary household remedies containing a 


narcotic drug in negligible quantity, ex- 


cept upon physicians’ prescriptions. This 
doubtless will be the attitude of the 
average pharmacist. Should this course 
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be generally pursued, the poor would 


be placed in a most unfortunate situa- 
tion, because a large majority of the 


people cannot afford to pay a doctor’s 


fee every time they suffer from sick- 
ness or disease or minor ailments. 


The revenue bill will go to confer- 
ence Monday. No time should be lost 
by the drug trade and pharmacy in 
making representations to the House 
and Senate conferees, and to the mem- 
bers of Congress generally, showing the 
havoc that will be wrought if the Mc- 
Cumber amendment should be incor- 
porated in the Federal narcotic law. 
Section 6 was placed in the Harrison 
act for the express purpose of relieving 
the drug trade and pharmacy and the 
public from the: restrictions imposed 
upon the manufacture and sale of habit- 
forming drugs, and preparations there- 
of, on the theory that preparations or 
remedies containing a narcotic in a 
quantity small when mixed with other 
ingredients of medicinal virtue cannot 
possibly become _habit-forming and 
therefore should be exempt from the 
law. The McCumber amendment vir- 
tually defeats the intent and purpose 
of Congress in the enactment of Section 
6. In reality, it would prove worse 
than the repeal of Section 6, so far as 
the practical conduct of the drug trade 
and pharmacy is concerned, in the opin- 
ion of many of those identified with 
drug and pharmaceutical interests. The 
danger is that the Treasury Department 
and Representative Rainey, the original 
advocates of the repeal of Section 6, 
will insist upon incorporating the Mc- 
Cumber amendment in the revenue. bill 
as finally passed by Congress as a com- 
premise, agreeing to the defeat of the 
House bill’s provision repealing Section 
6 if the McCumber amendment is finally 
incorporated in the law. Much work 
will have to be done to enlighten the 
House and Senate conferees, and Con- 
eress generally, if the McCumber 
amendment is to be defeated. 


New Taxes Imposed by Harrison Act. 


President Charles F.. Harding and 
Secretary Samuel C. Henry of the 
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WHEN THE BOYS COME 


A PLACE MUST BE READY FOR EVERY RETURNING 
SOLDIER AND SAILOR PHARMACIST. 


About tem thousand Soldier and Sailor Pharmacists will return to civil life. 
They have given up business or good position to answer the call of their country. 


What are the “stay at homes” going to do for them? A period of reconstruc- 
tion confronts American Pharmacy as it does every other endeavor. The recon- 
structive period will be quite as serious for those who are at home as it will for 
those who soon will commence to return. Every American Druggist is face to face 
with the highest duty to returning pharmacists, to himself and to American Phar- 
macy. 

The American Pharmaceutical Association has appointed a Committee to handle 
the difficult problems about to arise along common sense and broad lines, so that 
true help may be rendered and conditions may not become chaotic. The Committee 
has an appreciation of its enormous task. It means to be helpful in many directions. 
Aside from finding places for every returning Pharmacist, it plans to secure for them 
registration and educational facilities of very great benefit. 


WE NEED THE HELP OF EVERY DRUGGIST LOYAL TO COUNTRY 
AND PHARMACY. 


THE ADVISORY COMMITTEE OF THE AMERICAN PHARMACEUTICAL 
ASSOCIATION FOR SOLDIER AND SAILOR PHARMACISTS. 


C. O. BIGELOW, CHAS. E. CASPARI, 
H. C. CHRISTENSEN, EDWARD SPEASE. 
| FRANK H. FREERICKS, Chairman. - 
Every American Pharmacist is urgently requested to immediately fill out and 


detach the following Questionnaire and mail it to: Frank H. Freericks, Chairman, 
Mercantile Library Bldg., Cincinnati, Ohio: 


2nd. Was he a registered Pharmacist or registered Assistant? 
Std: Is he a graduate in PRatmacy? ses ; 

4th: Is his position with you open for him on his return? 


5th: If you are the successor of one who is now in the service give his name and 


6th: If a neighboring druggist has sold out and closed store to go into the service, 


7th: Will you have a position for a returning pharmacist when the time comes? 


Sth: Do you believe it possible that you would. have employment for a partly dis- 
9th: Would you consider selling your store to a returning Pharmacist? If so, what 
How much cash required? . Rica eo What is business annually? ......... 


10th: Would you entertain a partnership offer from a returning Pharmacist? If 


What is annual volume of your business? 


2 


The Committee will be under great expense to carry on its work. It will gladly 
accept contributions. If so disposed, make your check to H. M. Whelpley, Treasurer, 
and enclose with Questionnaire. | 

All information of a confidential nature will not be published and will be used 
in individual cases only. | | 


a 


| 
Ist: Give name and last-known address of employee, if any, now in the service. on 
a 
Billy 
} 
a 
¥ | 
| 
| 
| 
| 
= 


232 


N. A. R. D. have expressed some con- 
cern over the provision of the revenue 
bill imposing additional taxes on import- 
ers, manufacturers, producers, com- 
pounders and retail dealers identified 
with the manufacture or distribution of 
narcotic drugs, or preparations thereof. 
They are of the opinion that as the bill 
reads as passed by the Senate this 


week, a retail druggist might be classi- 


fed both as a retailer and as a com- 
pounder and thereby be subjected to 
both the taxes of $6 and $24 per an- 
num, the latter being assessed on com- 
pounders. When the revenue bill was 
being considered by the Ways and 
Means Committee, the General Attorney 
and Chairman of the Legislative Com- 
mittee of the N. A. R. D. directed the 
attention of Representative Rainey to 
this provision of the bill. He treated 
the matter lightly at the time, insisting 
that retail druggists could not possibly 
be considered and taxed as compound- 
ers. At the same time, however, there 
is considerable anxiety on the subject, 
because no matter what Mr. Rainey’s 
interpretation of the provision may be, 
the executive and judicial branches of 
the Government are likely to enforce 
and construe the law more as to its 
terms than according to the intent of 
Congress. Unfortunately, nothing can 
be done, as this provision has been 
passed by both the House and the Sen- 
ate and cannot be made a subject for 
adjustment in conference. 


Senate Adopts Soft Drink Tax. 

After the provision had been passed 
over a number of times, the Senate 
finally agreed to the Finance Commit- 
tee’s amendment to the House bill, im- 
posing a tax of 15 per cent on the 
manufacturer’s selling price of cereal 
beverages containing less than % of 1 
per cent of alcohol and a tax of 10 
per cent of the manufacturer’s selling 
price of ginger ale, root beer, sarsap- 
arilla, pop, artificial mineral waters 
(carbonated or not carbonated), other 
carbonated waters or beverages and 
other soft drinks (except fruit or berry 
juice); also a tax of 5 per cent on 
the manufacturer’s selling price of all 
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natural mineral or table waters. The 
proposed amendment limiting the tax 


on soft drinks to the contents of con- 


tainers and exempting the containers 
was not pressed on the floor of the 
Senate, after having been rejected by 
the Finance Committee. 


End of War Industries Board. 

Beginning January 1, 1919, the War 
Industries Board will discontinue its 
activities. Certain functions of the 
Board have been transferred to other 
departments of the Government and 
will be continued in operation for the 
present. Most of the activities of the 
War Industries Board will be taken 
over by the War Trade Board, and 
are likely to be continued for some 
time. The Price Fixing Committee of | 
the War Industries Board will function 
until such ot the prices as have been 
fixed by the Committee have expired, 


in accordance with the limitations speci- 
fied. | 


Medical Section Discontinues. 


The section of Medical Industry of 
the War Industries Board, under the 
supervision of Colonel F. F. Simpson, 
will be discontinued January 1. It was 
created to serve during the emergencies 
caused by the war, and with the cessa- 
tion of war the need for its activities 
disappears. The physical welfare of 
American soldiers abroad, as well as at 
home, will be looked after by the office 
of Surgeon General of the Army. 

National Drug Trade Conference 

Meeting. 

Next Monday afternoon at 2 o'clock 
the Executive Committee of the Drug 
Trade Conference will meet at Hotel 
Etherson, in Baltimore, or rather on 
the afternoon of the following Mon- 
day, January 6. This meeting will 
be preliminary to the regular an- 
nual meeting of the Conference at 
the same hotel, beginning at 10 
o’clock the following morning, January 
7. President James H. Beal and Secre- 
tary Charles M. Woodruff request all 
of the Associations represented in the 
Conference to send a full delegation, 
as matters of the greatest importance 
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Alkaloid and Salts 


We call attention to the particularly fine character of our crystalline 
output from which the powdered articles are made, assuring prod- 
ucts most suitable for general use in the drug trade. 


POWERS-WEIGHTMAN-ROSENGARTEN 


Manufacturing Chemists 


New York 


PHILADELPHIA 


St. Louis 


will come before the Conference for 
consideration. All resolutions should 
be in the hands of the Executive Com- 
mittee not later than the morning of 
January 6, in order to expedite the 
business of the Conference. 

Meeting of War Service Committee 


Chairmen. 

Chairmen of war service committees 
of the U. S. Chamber of Commerce 
will meet at the Waldorf-Astoria, in 
New York, on January 3. The meet- 
ing may continue during the following 
day. The purpose is to carry out some 
of the plans adopted at the recent Re- 
construction. Conference of the Cham- 
ber at Atlantic City not long ago, in- 
cluding: the organization of the war 
service committee chairmen into an 
Advisory Council of the Executive War 
Service Committee of the Chamber. 
President Wheeler regards the coming 
meeting as of utmost importance to the 
business interests of the country, so 
far as they are affected by the restora- 
tion to a peace basis. 


Export and Excise Taxes. 
T. D. 2781, recently issued, modifies 
T. D. 2739. The exemption from tax- 
ation applies only to cases of exporta- 


tion by the manufacturer making the 


sale, on which he would be liable 
for the tax but for the exportation. 
Where an article sold by a manufac- 
turer is exported but not by him, it is 
held that he is liable for the tax, for 
a seller claiming exemption on _ the 
eround that the article is exported must 
show that he is the exporter. The taxes 
therefore apply to articles sold for do- 
mestic delivery, but exported by or at 
the instance of the buyer. Non-alco- 
holic beverages and other articles sold 
by the manufacturer, producer or im- 
porter are affected by the decision. 


“What is the name of that handsome 
prisoner?” asked the woman. 

“No. 2206, Miss,” replied the guard. 

“How funny! But of couse that is 
not his real name?” 

“No, Miss; that’s just his pen name.” 
—Boston Transcript. 
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A Compend of Pharmacy, by F. E. 
Stewart, M.D., Ph.G., Phar. D., 
Ninth Edition, Revised and En- 
larged by Heber W. Youngken, 
Ph. G., Ph. D., Philadelphia. P. 
Blakiston’s Sons & Co., 1012 Wal- 
nut St. Price, $1.50 net. 


As indicated, the book is a quizz 


compend, covering the essentials of | 


pharmacy in the brief as_ possible 
fashion. This edition has been brought 
up to date by the United States 


‘Pharmacopoeia IX and National For- 


mulary IV, have been used in the 
present book. The object of the au- 
thor, as stated, is to present informa- 
tion concerning official products and 
preparations in a clear, concise and 
condensed form. The little book will 
be found especially useful to the.stu- 
dents who have occasion to pass the 


usual stereotyped State Board exami- 
nations. 


SOME SUGGESTIONS ON STOCK 
TAKING. 


By F. T. BoswortH. 
The retail druggist will do well, I 
think, to have his inventory figured by 
an experienced pricer, not only because 


- greater ease and accuracy are assured, 


but because I think an inventory should 
represent prevailing market values. This 
is true of the annual inventory, partic- 


ularly under existing conditions; it is 
doubly true where a store is changing 


hands. 


But an inventory cannot be properly 
figured unless it is properly taken. If 


Bs pricer has got to guess at what 


e is pricing, the druggist might just 
as well guess at the price: The writer, 
therefore, wishes to offer a few sugges- 


tions, which come from some consider- 


able experience in figuring inventories. 

About the first thing to be done is 
to straighten up the stock, doing what 
rearranging is needed. 


That this facilitates counting and fig- 


uring is not the only reason you should 
do so. 


Here I might pause to remark that 
the majority of the inventories that 
have come into my hands have indi- 
cated a woeful lack of system in this 
particular. Syrups, elixirs and _tinc- 
tuies are often found scattered here and 
there among the fluid extracts. Pills 
and chemicals are arranged with no re- 
gard for the alphabet. It is not at all 
uncommon for a particular article to 
bob up in several different places. On 
one inventory, for example, I noted 
fluid extract of Hydrastis, an expensive 
preparation, appearing at least five dif- 
ferent times. That this sort of system 
iS productive of lost sales, over stock 
and mistakes need hardly be said. 

It is not a bad idea to write up the 
stock—leaving quantities blank—prior 
to inventory day. This allows plenty of 
time for plain writing and clear speci- 
fying, besides tending to prevent dupli- 
cation and omissions. 

For this purpose a book may be used, 
but order sheets, such as’ are supplied 
by your jobber, may be used to advan- 
tage, the sheets being numbered and 
allowed to remain distributed, each in 


‘its proper section, until after the count, 


when they are assembled and securely 
stapled. As many men as are available 
can thus be employed at the same time. 

Where the stock is a large one, and 
it is desired to invoice departments sep- 
arately, special inventory sheets may be 
printed, with as many columns as there 
are departments. In this way the cost 
of each item can be carried out in 
the proper column, irespective of where 
the item is located in stock. 

If the pricer is to proceed intelli- 
gently it is necessary to have definite 
specifications. In the case of patent 
and proprietary remedies, specify retail 


price, and where purchased in quantity 


indicate the amount of purchase, e. g.. 
2 doz. Blanks Bitters, 50c. (1 Gro.). 


Patron—You'’re conserving food, I 
judge, by the size of our portions. 

Waiter—Yes, sir. 

Patron—Well, here’s a dollar, half 
the amount of the check—I’m con- 
serving my own resources.—Life. 
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THE EFFECT OF ALCOHOL ON 
PITUITARY EXTRACT. 


By Hersert C. HAMILTON. 

It not infrequently happens that when 
‘a salesman, detail man or other mem- 
ber of a firm of manufacturers of phar- 
maceutical products is confronted with 
the statement that a certain preparation 
fails to act in its accustomed manner, 
he points out a number of possible fac- 
tors in attempting to find the cause in 
that particular case. 


Pittenger presented a paper before 
the Scientific Section of the A. Ph. A. 
1918 meeting (published in the October 
issue of the Journal) in which he notes 
one stich instance where the well-known 
fact that alcohol precipitates the active 
constituent of pituitary extracts had 
been advanced as the possible explana- 
tion of a failure of this preparation to 
act on the uterus muscle. 


The writer whose discussion of this 
paper on the floor is not given in the 
published proceedings, corroborated the 
facts: there presented and noted that 
‘the question had come up on more than 
one occasion, and that laboratory ex- 
periments had in every case shown that 
alcohol in the quantity present could 
not affect the activity of this prepara- 
tion unfavorably. | 


The subject seems important enough 
to be carried somewhat further in order 
to explain fully the conditions under 
which alcohol can affect the pituitary 
extract unfavorably. 

The writer has observed that a com- 
mercial sample of pituitrin shows an 
opalescence from the action of strong 
alcohol, but that a mixture of equal 
parts pituitrin and 95 per cent alcohol 
shows no permanent opalescence .and 
no precipitate. Diluted and _ injected 


into the circulation of an anesthetized. 


dog in the usual method of testing, 
there is no perceptible lowering of its 
activity. This is very much in excess 
of the possible alcohol content from 


washing the syringe or the site of in-— 


jection. 
A further experiment has been car- 


legation’s statement, 


ried out on a highly active dry pituitary 


product. This material was ground in 
a mortar and rubbed thoroughly with 
95 per cent alcohol, adding successive 
portions and filtering the alcohol to 
obtain a clear solution. | 

Three series of tests were made on 
the resulting products, namely, 
of the dry material after being washed 
with alcohol, tests of the residue re- 
maining on the recovery of the alco- 
hol, first, an aqueous solution of this 
residue and second a hydro-alcoholic 
solution of the residue. 


OPIUM TO BURN. 


Fourteen million dollars’ — of 
opium bought by the Chinese govern- 


ment from foreign opium merchants 


at Shanghai is to be burned, accord- 
ing to a cablegram received at Wash- 
ington from Pekin by the Chinese le- 
gation. 


will be burned at 


issued by the president of China, the 
dispatch said. Foreign and Chinese 
residents of Shanghai will be invited 
to witness the event. 

“Because of the strict prohibition 
by China against shipping any opium 
into the interior provinces,” said the 
“the merchants 
had not been able to dispose of it. In 
view of the possible menace from this 
large stock remaining in the hands of 


unscrupulous foreign dealers, to the. 


welfare of the Chinese people, who 
had heroically got rid of the opium 
habit in less than a decade, the Chi- 
nese government some time ago 
bought it with a view to keeping 
control over it and using it gradually 
for medicinal purposes, put public 
opinion in China unanimously de- 
manded its destruction so as to do 
away with the evil once for all.” 


“The people in the flat opposite. 


bought their piano at auction.” 


“T suspected as much; it’s ‘going, 


going, going’ all the time.’—Boston 


Transcript. 


The opium, which is packed. 
in 1,200 chests, 


Shanghai under a mandate soon to be 
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THE PACIFIC PHARMACIST 
CLASSIFIED. 


This Department is free to Druggists, Drug Clerk 
and Nurses. Make your wants known and we w 


Dentists, Chemists, Veterinarians 


* 


do our best to see that you get results. 


EXCHANGE—For a good paying Drug Store 
in a prosperous town, anywhere in California, 
country preferred, 50 by 140 ft. lot, in fine 
residential district of San Diego, or 160 acre 
ranch, uncultivated, with plenty of water, six 
miles west of Ramona. If interested, write to: 
Ww. F. Belcourt, Druggist, Angels Camp, Cal. 


NTED—To hear from owner of good drug 
eee for sale. Send price and full particulars 
to D. F. Bush, Minneapolis, Minn. 


SPECIAL ATTENTION—If you want to sell 
your drug store, or buy one in any State, or 
want any kind of position, or need any k 
of an employee, or need a _ Doctor, Dentist or 
Veterinarian, write F. V. Kniest, R. P., Bee 
Bldg., Omaha, Nebr. Estab. 1904. 


The F. A. Weck Drug Store Exchange, 
501 Third avenue, San Francisco, submits 


the following: 


DRUG STORE in one of the largest and 
richest mining towns in Arizona; doing a = 
business, about $90 per day. Price, $12,500 or 
inventory. Would accept half cash and terms 
for balance. For particulars apply to F. A. 
Weck Drug Store change. 


DRUG STORE in Yolo County in good town, 
doing good cash business; low rent. Owner 
purposing to practice medicine. Price, ey 
or inventory. Apply to F. A. Weck rug 
Store Exchange. 


DRUG STORE in thriving Oregon town, 
doing a good business. Owner about to retire 
on account of advanced age. Value of stock 
and fixtures, $7,700, or inventory; would con- 
sider part cash and term payment for bal- 
ance. F. A. Weck Drug Store Exchange. 


DRUG STORE in Kern County. Only drug 
store in town; doing a good cash business. 
Stock and fixtures valued at $5,500. Would 
consider part cash and terms or some trade. 
F. A. Weck Drug Store Exchange. 


DRUG STORE and physician’s practice in 
Monterey county. Established for eleven 
years. Owner wants to retire on account of 
advanced years. Store and practice $1000, or 
include building and lot for $2,000. Would 
consider an exchange for property in San 
Francisco or Bay town. F. A. Weck Drug 
Store Exchange, 501 Third Ave., San Fran- 
cisco, Cal. 


DRUG STORE, - Siskiyou County. Stock, 


fixtures and building at a bargain for $1800. 


Splendid opportunity for a man with small 
capital to secure a business and a home. 


NEVADA COUNTY. Store doing large pre- 
scription business. Rexall and Eastman’s 
agency. Good all the year business; summer 
and winter resorts. Price, $5,500. 


DRUG STORE for sale, San Jose, $3000. 
Good location, clean stock, good business and 
small expenses. 


SMALL DRUG STORE in San Jose doing fair 
business and improving. Owner in ill health and 
must retire. Stock and fixtures valued at $1600. 


DRUG STORE for sale, Sacramento, $8000. 
Money-making business, well established and 
good location. Good opportunity for a live man 
with sufficient capital. 


DRUG STORE for sale in Santa Cruz Co., 
$2000. Old established drug store in one of the 
best towns in California. Good opportunity for 
active man. Owner wants to retire on ac- 
count of old age. 


LOCATION for a drug store in a thriving 
town, near San Francisco, located on the main 
street in a modern new brick building. Low 
rent and a lease can be obtained if desired. 
This is an exceptional opportunity: for a live 
druggist wanting to open a new store or to 
move from some otker location. 


DRUG STORE, Eureka, Cal. In the center 
of the city; modern fixtures; doing good busi- 
ness; owner has other interests. Eureka is a 
fast-growing city of 2000 population; good 
business the whole year. Price, $7,000. 


DRUG STORE in Oregon town (county seat). 
Owner must sell on account of fll health. Will 
sacrifice stock, $3500. This is an exceptional 
opportunity for an active man—only drug store 
in town, also fine residence at $4000 optional, 
may consider clear real estate exchange. 


— 


Inventory of stock and description of fixtures 


DRUG STORE in San Jose, Cal. Clean 
stock, modern fixtures. Owner will sell at 


discount from inventory as other business re- 
quires his attention. , 


DRUG STORE in Sacramento County, 
town; owner wants to retire on account of old 
age. Good opening for doctor-druggist. $2500. 


DRUG STORE for sale, San Francisco, $4000. 
On prominent business corner, Richmond Dis- 
trict; modern fixtures, clean stock, doing good 
business; owner wanting to leave State is the 
only reason for offering store for sale. This is 
an exceptionally good offer for any live drug- 


gist 


FOR SALE—Drug store at Larkspur, Marin 
County, for sale owing to death of owner, 
and widow must sell. Larkspur and vicinity 
has about five hundred population and good 
country trade. A popular summer resort. A 
splendid chance for a druggist or doctor drug- 
gist to build up a prosperous business. Mod- 
ern fixtures and stock valued at. $2500; the 
store has been established about three years. 
Rent of store and six-room flat $30 per month. 
The store will be sold at a sacrifice. If in- 
terested call on F. A. Weck, 501 3rd Ave., 
San Francisco, Cal. Make appointment to see 


the store. Any reasonable offer will be con- 
sidered. 


DRUG STORE WANTED—We have a client 
wanting to buy a good drug business in one 
of the bay towns. Business must be on a 
good paying basis, sufficient to satisfy the em- 
ployment of a registered pharmacist and a boy. 
Good location, clean stock and modern fixtures. 
State particulars. Address, F. A. Weck, 501 
3rd Ave., San Francisco, Cal. 


FOR SALE—Drug store in San Luis Obispo 
county, in prosperous dairy section, thirty-five 
miles from nearest drug store. Population, 
300; large country trade; clean stock and 
modern fixtures; daily sales, $17 to $18; rent, 
$8 per month; price, $2000. Get particulars 


from F. A. Weck, 501 3rd Ave., San Fran- 
cisco, Cal. 


FOR SALE—Drug store Solano county; sixty 
miles from San Francisco; doing good cash 
business and a large prescription file; A. D. S. 
and other agencies; ‘new stock and fixtures: 
rice, $5000. For particulars address, F. A. 
eck, 501 3rd Ave., San Francisco, Cal. — 


FOR SALE—Drug $store in a rich mining 
town in California. Managing owner called to 
war. This is one of the finest equipped drug 
stores in the State. Stock and fixtures valued 
at $8000 to $10,000 but is offered for $5000. 


and other particulars may be had by applying 


2 at A. Weck, 501 8rd Ave., San Francisco, 


FOR SALE—Drug store, Alameda county. 
Only drug store in a thriving town of 1000 
population; doing a good business: clean 
stock; low rent; several good agencies; price 
$5500. For particulars see F. A. Weck, 501 
3rd Ave., San Franciseo, Cal. 


DRUG STORE—One?of the best in the city 
of Fresno is offered for sale on account of 
the draft. Stock and fixtures about $9000, 
will make some discount on inventory of stock. 
Modern fixtures; clean stock: A. D. S. agency. 


For particulars apply, F. A. Weck, 501 3rd 
Ave., San Francisco, Cal. | 


¥OR SALE—Drug $store in Oakland resi- 
dence district doing $25 to $30 per day. Owner 
expects to enter the Medical Department of 
the U. S. Army. Will sell at inventory, about 
$2500; stock and “fixtures new; -established 
about one year. For particulars address, F. 
A. Weck, 501 3rd Ave., San Francisco, Cal. 


DRUG STORE—Yerba county; town of 600 
population; good farming section; good pre- 
scription and other business; low rent; price, 
$3500. For particulars communicate with F. A. 
Weck, 501 3rd Ave., San Francisco, Cal. 


DRUG STORE out of San Francisco. Invoi 
price about $4000; daily sales, $25 to $30; good 
agencies and growing business. For partic- 


ulars see F. A. Weck, 501 3rd Ave., San 
Francisco, Cal. 


If interested in the above list of business 
opportunities, address F. A. Weck Drug Store 
— 501 Third avenue, San _ Francisco, 
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_ Incorporated 


‘THE STAR PRESS 


Printers and 
Publishers 


Book Binding, | 
Designing, _ 
Photo Engraving 


We prent....... 
The Pacific Pharmacist 


Phone Park 6380 


1122-1124 Mission Street, San Francisco 


JAMES BARRY COMPANY 


Prospective Customers 
are listed in our Malling 
Lists. It also contains vital su 
sell profitably by Counts and 
ces given on 6000 different national Lists, cover- 
a all classes; for instance, Farmers, Noodle Mf 
Hardware Dirs., Zinc Mines, etc. 
Reference Book Write for it. 
Your Advertising Literature. 
Our Analytical Advertising Counsel and Sales 
Promotion Service will improve both your plan 
and copy, thus insuring maximum profits. 
‘ Submit your literature for preliminary anal- 
quotation—-no obligation. 


ysis and 


Lists St.Louis 


SURGICAL 
COMPANY — 


and Importers 
Surgeons’ Instruments 
and Hospital 


393 SUTTER STREET 
SAN - CALIFORNIA 
Telephone 4017 
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....NOTHING TO BLOW OVER, 


“What's yours?” 

“Coffee and rolls, please.’ 

One of those iron-heavy, quarter- 
inch thick mugs of coffee was pushed 
over the counter. 
son was dazed. He looked under the 
mug and over it. 


“But where’s the saucer?” in- 


he 


quired. 


“We don’t give no saucers here. HH 
we did, some lowbrow ’d cotne pilin’ 
in an’ drink out of his saucer, and 
we'd lose a lot of our swellest trade.” 


Timid Suitor—I suppose when you 
recall what a handsome man your first 


husband was you wouldn’t consider 


me for a minute? 

Pretty Widow—Oh, yes, I would— 
but I wouldn’t consider you for a 
second.—Boston Transcript. 


Mistress—They say there are. 10,- 
000,000 germs on the cap of a milk 
bottle. 


Maid—Sure, ain't it lucky it don’t 


wear a coat and pants.—Town Topics. 


The fastidious per- — 


13 


‘rent, good agencies. 


_ business. Low rent, branch post office, 


BARGAINS. 


DRUG STORE in Humboldt County, lumber- 
ing district. Town of 600 population and one 
physician. Owner has other business. This is 


an ideal location and good business all the 


year. Stock will invoice about $1500. Partic- 
ulars on application. 3 

DRUG STORE in Plumas County. Doing 

big business. Stock and fixtures $6000. Daily 


sales $75.00. Low 
Owner has other interests 
requiring his attention. Full particulars to in- 
terested parties. Would consider $3000 cash 


and terms for balance. 


Only drug store in town. 


DRUG STORE for sale in Berkeley on busi- 


ness corner, choice residence district doing geod 


good 
cigar and ice cream trade, and some good 


agencies. Owner subject. to military duty. 
This is a . egg oP rtunity for a business 
for $2700. F. A. Drug Store exchenge, 


501 Third Ave., hag ‘Franelsco. 


DRUG STORE in San Jose, Cal. Stock and 
fixtures valued at $2400. Owner. has 
position requiring all of his time and -cannot 
pay proper attention to the store. Will sell 
at a sacrifice. If interested communicate with 
F. Weck Drug’ Store 501 Third 
Ave., San Francisco. } 


DRUG STORE, 
settled residence district. 


Cal., 


vestigation. Owner h other business re- 


~quiring his attention and will sell] at reason- 


able discount for quick sale. Stock and fixtures 
valued at $2750. F. A. Weck Drug Store Ex- 
change, 501 Third Ave., San Francisco. . 


official 


in thickly 
This is an old and 
it well established business and will stand in- 
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LANGLEY & MICHAELS CO., San Francisc 
OGDEN WHOLESALE DRUG CO., Ogden, Utah 


World-Wide 
Popularity 


OBBERS, dealers and the Zeneral 
public — all join in praisin’ the 
Walrus Soda Fountain. From the 

ends of the earth we have received un- 
solicited letters, attestin} to the splen- 
didly superior qualities of the Walrus 
Fountain. 


Consider carefully the fact that Walrus 
Quality Unsurpassed Soda Fountains can be 
found in most remote countries: Alaska, Greece, 
Japan, Mexico, the Philippines, etc. 


The Hollister Co., known throughout 
all Hawaii for its excellent soda service, oper- 


ates a Walrus Fountain in far-off Honolulu. 


But it is in the United States, of course, 
that the Walrus is best known. Thousands of 
Walrus Soda Fountains from Boston to San 
Francisco and from the frozen north to the 
sunny south daily serve the thronis—who in 
the appregzate spend millions of dollars for Qual- 
ity at Walrus Quality Unsurpassed Fountains. 
Are you getting, your share of this bid, business? 


On request we will promptly send 
our interesting 1918 catalog. 


Walrus Manufacturing Co. 
Decatur, IIl. 


Largest Builders and Distributors of High 
Grade Soda Fountains Thra Jobbers. 
Store Fixtures of Every Description. 


o, Cal, 


G. M. FLETCHER & CO., Billings, Mont. 
MacDONALD & YOUNGBLODT, Denver, ©°'° 
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Standardize Your 
Prescription Business 


In the period of readjustment more than thirty thousand 
physicians will return from the Army to private practice. 


These men have been accustomed to use medicinal 
products measuring up to the high standards of the U. S. 
Government. 


Will they be content to use medicines of any lesser 
standard in their private practice when their professjonal 
| reputation is at stake? 


Assuredly not. 


ZAM The pharmacist exacting the same standard in his pur- 
: chases as the medical department of the U. S. Army will 
undoubtedly receive the preference of these physicians. 


Is this not a good reason to re-stock your prescription 
department with the Assayed and Standardized Products of 
the H. K. Mulford Company ? 


The scarcity of clerks and high salaries has not only . 

' made manufacturing on a small scale expensive but im- 

practical. The Mulford Laboratories can produce and supply 

your galenicals the same as the chemical and perfume labora- 
tories supply their respective products. 


— 


The H. K. Mulford Company standardizes 88 more products 
than are required by the U. S. P. IX. 


The U. S. P. [X Requires H. K. Mulford Company 
Standardization of * Standardizes 
18 TINCTURES 33 © 
13 FLUID EXTRACTS 54 
4 SOLID EXTRACTS 24 
POWDERED EXTRACTS __ 20 
43 TOTAL 131 


Mulford Standard—protects your reputation. 
Mulford Discounts—ensure fair prices. 
Mulford Service—distributed from 14 branches and diecinte 


H. K. Multford 


Manufacturing and Biological Chemists 
36966 Philadelphia, | OF S. A. 
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(UR Sterilized Solutions in Ampoules 
have the approval of the foremost 
physicians and surgeons of America and 
Europe. They appeal to the practitioner 
on these grounds: convenience, sterility, 
stability, accuracy of dose. 


; | We brought out our first Sterilized Solu- 

! j tions (less than half a dozen formulas) 
i in 1909. They made an instant “hit” with 
physicians. | 


The demand for our Ampoules has 
constantly grown until to-day we supply 
upward of eighty solutions in this form. 


Turn to pages 89-94 of our Supplement- 
‘ary Price List (Jan. 1, 1918). Note the titles 
and descriptions of the various solutions 
therein listed. 


Medical men want these Ampoules. 
Be ready to supply them. 


Parke, Davis & Co. 


Home Offices and Laboratories, 
Detroit, Michigan. 
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